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Reader Interest 


When readers are interested in 
any paper, as retail feed dealers 
arein The Feed Bag, that paper 
becomes a good advertising med- 
ium. The Feed Bag is interesting 
to feed dealers because it isedited 
strictly forthem. Its pages pre- 
sent all the news of the feed in- 
dustry— all written from thedeal- 
er viewpoint. We know the deal 
ers like The Feed Bag because 
they frequently tell us and, what 
is better still, they tell the manu- 
facturers and jobbers withwhom 
they do business. This dealer 
support helps The Feed Bag get 
advertising —- the advertising 
which pays our bills and enables 
us to publish a better and more 
interesting issue each month. If 
you like The Feed Bag, join our 
boosters’ club. 


Vol. 3. No. 11. MILWAUKEE NOVEMBER, 1927 
he Dealers’ Paper of the Feed Industry { 


ae 
= = \ \ 


NET 
Ou 


CORN 
GLUTEN 


‘ 


RENICKé, FORD 


a ; 


RUDE PROTEIN, nat esther 
Rupe 


CARBOHY 'YDRAT! ATES 
FREE EXTRACT, nat les thor 
conn GLUTEN FE 


MaNUracTURED 


CEDAR 


GUARANTEED ANALYSIS, 


CRUDE PROTEIN, not 


YOR RATES 
en 


GLUTEN 


@ Feeds that return the big- 
gest net profit to the dairyman and 
poultryman are the most profitable 
for the dealer to handle. That's why 
Douglas Dealers are so enthusiastic 
about having their customers feed: 


Douglas Corn Gluten Feed 
Douglas Corn Gluten Meal 


Sweetened Douglas Corn 
Gluten Feed 


And perhaps it is also the reason 
why Douglas Dealers are so anxious 
when their stocks get low. 


@ This is the season of the 


year when you are most apt to find 
your supply moving out in a hurry. 
Be prepared and have a car or two 
booked for future shipment. 


@ Back of Douglas Feeds is a fifteen 


million dollar institution with an annual 


capacity of 8,000,000 bushels of corn. 


Our advertising campaign on 
Douglas Feeds reaches a half million 
farmers each month. You can_ profit 
from this advertising if you will handle 
these good cow and poultry feeds and 
mixed feeds containing them. 

WRITE TODAY. 


FEED DEPARTMENT 


Penick & Ford Ltd. Ine. 


Cedar Rapids, Iowa 


Row Stock Farm, 
RFD No. |, Lake Beulah, Wis. 
15, 1926. 
Penick & Ford, 
Cedar Rapids, Iowa. 
Gentlemen: 


We are pleased to state that we have 
fed your Gluten Meal for several years, 
and have always found it a very valu- 
able addition to the dairy ration. Have 
fed it to cows on test with very good 
results. We have made 7 day records up 
to 35 pounds and 365 day records up to 
1,091 pounds, and broken three Wis- 
consin State records. IN ALL THESE 
RECORDS YOUR GLUTEN MEAL 
PLAYED A VERY IMPORTANT 
PART, as they were made under ordi- 
nary farm conditions. 

e are enclosing snapshots of our 
two former Wisconsin State Champion 
Cews, Bessie Homestead Fobes Johan- 
na, and Nellie Empress Homestead. 

essie Homestead Fobes Johanna made 
a record as a senior two year old of 
31.32 pounds butter in seven days, 
123.84 in thirty days, and 902 in 365 

ays. _— Empress Homestead made 
a record of 35.03 in seven days as a 
junior four year old. 


Yours very truly, 


(Signed) W. H. LEWIS. 


Forest Lake, Minn. 
October 24, 1927. 
Penick & Ford Sales Co, 
Cedar Rapids, Iowa. 
Dear Sir: 


Your advertising sure pays as we 
have never sold this feed before and 
now we are almost done of our summer 
carload. 

We will want a car of Gluten Feed 
and Gluten Meal about November 6, 
so you can book us a car, and oblige, 


Yours very truly, 


E. J. HOULE, Prop. 
Forest Lake Elevator. 


Leavenworth, Kans. 
October 15, 1927. 


Messrs. Penick & Ford Sales Co., 
Cedar Rapids, lowa. 


Gentlemen: 


You will be interested to know that 
we are more than pleased with the 
Sweetened Gluten Feed. 

A good percent of our dairymen have 
given it a trial and every single one of 
them have come back for more. 

One customer remarked: “‘It’s sure 
sweet and my cows like it. I believe it 
is the most palatable feed I have ever 
fed and my cows are doing splendid.” 

We are very enthusiastic about this 
sweetened feed and expect to move an 
increasing volume of it. 

Yours truly, 


CRANSTON-LIGGETT 
GRAIN & FEED CO. 
(Signed) G. E. Liggett. 
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CUT Grains Bring 
Better Prices 


Steel cut corn, durum wheat, milo maize, 
peas, millet and kafir corn sell for much 
better prices than cracked, ground or 


milled feed. 
The Eureka Cutter 


makes a cleaner, brighter and more uniformly 
sized product than is possible with any other 
means of reduction. Much less fine residue, 
no jagged edges or splinters. Cuts corn with 
excessive moisture perfectly; requires less 
power. Makes a highly saleable product that 
brings fancy prices. Write for full informa- <a a 
tion. 


Fverything Jor Every Mill and Sealer 
Strong-Scott Mfg Co. 


Minneapolis Minn. Great Falls Mont. eave 
In Canada: The Strong-Scott Mfg.Co.Ltd Winnipeg StoT) 


S 


The Symbol of Service 


ROEDTERT SERVICE is now available through- 
out the Middle West and to all points East. Froedtert 
Elevators have a total capacity of 4,500,000 bushels. 
When you are next in the market for corn, oats, barley, 
rye, wheat or malt sprouts---call Froedtert for samples 
and quotations. Youll like Froedtert Service. ——~ 


FROEDTERT GRAIN & MALTING Co. 


MILWAUKEE—CHICAGO—MINNEAPOLIS 


Operating Elevators at 
MILWAUKEE, MINNEAPOLIS, WINONA, 
RED WING and CHICAGO BROADWAY 5600, MILWAUKEE 
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S. BUY THE BEST 


Arcady Dairy Feed 


MINNEAPOLIS I The Old Reliable 16% Feed 


| and Full Line Arcady 
AVE Wonder Feeds 
Money MADE BY 


Lowest COMPANY 


Prices CHICAGO, ILL. 
EAST ST. LOUIS NORTH KANSAS CITY 
Consistent with 
SOLD BY ALL GOOD DEALERS 
Good 
Service 


Learee Warehouse 
Facilities And 
Complete Stocks 


Enable Us To 
Excel In 


Prompt shipment | | Sterling Poultry Feeds 


Of All Grades Of A COMPLETE LINE OF 


Miu Feeds MIXED GRAIN FEEDS 
Either Staight or we 
GUARANTEED-TO-SATISFY MASHES 
Mixed Cars 
also 
onal MIXED CARS 
Take advantage of the large Containing any of the standard mill feeds-- 
and efficient E. S. Woodworth bran, middlings, rolled oats, oil meal, etc., 
& Co. organization. With as well as oyster shell, animal protein 
our elevator, warehouse, com- d dairv feed, et 
petent men in every depart- products, Gairy teed, etc. 
ment on the Chamber of Com- Write, wire, phone for quotations on requirements 
merce trading floor, intimate of any size. 
association with mills both local 
and outside of Minneapolis, no 
firm can serve you better. Northrup King & Co 
e 
We te FEEDS AND SEEDS 
to SERVE YOU. MINNEAPOLIS, MINN. 
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Six Dealers Co-operate To Put 
District On Cash Basis 


Columbus, Wis., And Outlying Towns Make Themselves Credit Proof 
Others Plan Cash New Year Resolutions; The Feed Bag Is Happy 


HE FEED BAG is unusually 
happy this month. 


Six feed dealers announce 
that they have changed to a cash basis, 
and several others express intentions 
of making a financial New Year’s reso- 
lution. 

Columbus on Cash Basis 

Columbus, Wis., and the surrounding 
territory are now exclusively on a cash 
basis, under a co-operative agreement 
among the dealers in this district. 

Recently Joe Free of Columbus sug- 
gested to his dealer friends in the city 
and in the neighboring towns the idea 
of joining hands on the proposition of 
selling for cash only. His letter of a 
few days ago tells of the results: 

Joe Free’s Letter 

“Inclosed find two clippings out of 
our local paper. They talk for them- 
selves. 

“COLUMBUS IS ON A 
BASIS. 

“T am mighty glad of it.” 

The announcement in the Columbus 
newspaper read: 

“Commencing Saturday, October 1, 
we will sell all feed for cash. We are 
obliged to do this in order to sell at 
as low a price as possible, as we find 
that the expense of carrying feed ac- 
counts on our books is so great that 
we would be obliged to raise our mar- 
gin of profit considerably in order to 
keep from selling at a loss. Signed: 

“Mair & Caldwell 

“Joe Free 

“Guy V. Dering.” 
Six Dealers Co-operate 

David Davis & Son, Randolph; Julius 
Engelke, Fall River, and Frank Jaeger 
Milling Co., Danville, have also joined 
with the three Columbus dealers and 
are now operating on a cash basis, 


CASH 


making a total of six dealers in one 
district, the largest number reported 
from one section since The Feed Bag 
started its cash basis campaign. 

Guy V. Dering of Columbus says 
that the plan is working out fine, and 
that everyone is satisfied. 

“We decided,” he said, “not to go 
through another winter with thousands 
of dollars on the books, some accounts 
of two years’ standing.” 


Will Extend Scope of Plan 

He said that although the cash basis 
was confined exclusively to grain and 
feeds during the present time, that all 
of the six dealers planned on including 
coal within a short time. 

“Our sales were not cut down after 
we changed to the cash basis plan,” 
Mr. Dering declared. “Of course, the 
fellow who ordinarily bought two tons 
of bran on credit, probably cut his pur- 
chase down to one, but we have the 
money, and are farther ahead, than 
with the two tons on the books. With 
bran at $30.00 a ton and a margin of 
only $2.00 profit on a sale, a dealer 
can’t afford to tie up his money in 
accounts, some of them over two years 
cld. It doesn’t pay.” 

Favors Working Together 

Mr. Dering staunchily favors the co- 
operative idea among dealers in a ter- 
ritory. 

“It is best for everyone to co-oper- 
ate in changing to a cash basis,” he 
said. The man who continues to sell 
for credit will be out. All of the dead 
beats who are turned down at the cash 
basis store will flock to the credit 
places, and the dealer will lose money. 

Columbus has a population of 2,500 
persons, and is in the heart of fertile 
Wisconsin’s dairying district. The out- 
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lying towns which have joined with 
Columbus are also in a lucrative sec- 
tion, and the customers will pay cash 
if it is demanded. 

Illig Sells for Cash 

Many dealers will be interested in 
watching the success of the co-opera- 
tive plan, and The Feed Bag has put 
its heart into the project also. 

On the heels of the big Columbus 
announcement George Illig, of the Ju- 
neau Flavo Mill, Juneau, Wis., sends 
The Feed Bag his good pass word. 

“Just to let you know that I bought 
out my partner’s interest in the Juneau 
Flavo Mill, and have started on A 
CASH BASIS October 1.” 

Recruits for the Future 

I. K. Mayr, Beaver Dam, Wis., plans 
on making a New Year’s resolution, 
and according to his present plans 1928 
will be a cash basis year for him. 

T. R. Evenson of the Monroe Roller 
Mills and John A. Becker of the Wil- 
liam A. Becker Co., are thinking seri- 
ously of making Monroe, Wis., a cash 
basis town. After hearing of the suc- 
cess of the Columbus dealers The Feed 
Bag hopes that they make a final ver- 
dict in favor of cash. 


E. M. MILES & SON, Arkansaw, 
Wis., will rebuild their grist mill which 
was recently destroyed by fire. 


BRULEY ELEVATOR CO., Eau 
Claire, Wis., is building an addition 
to its grain elevator. 


G. W. HEALY, Waterford Milling 
Co., Waterford, Wis., spent his vaca- 
tion at Mercer, Wis. He reports a 
good time up in the land of lakes and 
pines. 
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Paine Webber & Co. In 
New Quarters 


Paine Webber & Co., Milwaukee, is 
now located in the quarters formerly 
occupied by the National Exchange 
bank and the Dunphy Insurance Co., 
in the Milwaukee Mechanics’ Insur- 
ance building on Broadway at East 
Michigan street. 

Many floral offerings and congratu- 
lations were received by the firm from 
friends and business associates on the 
event of the opening of their new lo- 
cation. The ground floor of the build- 
ing was formerly occupied by the com- 
pany, and the new quarters are direct- 


Cottonseed 


ALL GRADES 


Lake, Wis.. 


ly above their former location. Larger 
space is provided in the new offices, 
enabling the firm to provide better fa- 
cilities for its customers. 

Paine Webber & Co. was established 
in 1880 at Boston, and offices were 
epened in Milwaukee, May 1, 1902. The 
firm at one time maintained offices, in 
the Chamber of Commerce building. 
E. J. Furlong is the Milwaukee mana- 
ger .and resident partner. The com- 
pany deals in stocks, bonds, cotton 
and grain. 


A. A. BERGERON & CO!" Rice 
is erecting a new 50,000 


bushel elevator. 


Arrival Drafts 


Quick Shipments 


Humphreys-Godwin Co. 


Established 1898 


018s. 


: WHEN PACKED | 


RESULTS DETERMINE VALUE 
PROTEIN 164%, FAT 6% 


BROOKS MILLING CO. 


MINNEAPOLIS) =: =: 


MEMPHIS, TENN. 


National Millers Hold 
Active Meeting 


When the National Millers’ Federa- 
tion gets together there is action, and 
this was proven at the semi-annual 
meeting held at Chicago, October 21 
and 22. 

One of the important features of the 
meeting was the voting of the board 
of directors to give the president of 
the federation more power. Sydney 
Anderson is the present head of the or- 
ganization. 

The board authorized kim to appoint 
a committee regardless of the section 
of the country from which they came 
to work out a plan to alleviate the 
periodical depressions that occur in 
the milling industry. 

Selling was discussed with vigor, 
many speakers expressing their views 
cn this subject. Conversion of costs 
in milling was also explained by one 
or the speakers. Over 200 millers from 
Illinois, Indiana, Kansas, Kentucky, 
Massachusetts, Michigan, Minnesota, 
Missouri, Montana, Nebraska, New 
York, North Carolina, Ohio, Oklaho- 
ma, Pennsylvania, Tennessee, Wash- 
ington and Wisconsin attended the 
meeting. 

One guest from abroad, R. J. Graves, 
Liverpool, England, was also present. 


SUPPLIES PROTEIN and FAT 


AT LOW COST 


pasture. 


TRY 


The good fat content makes 
Blue Ribbon especially valu- 
able for feeding to cows on 


IT 


And You Will Always 
BUY 


IT 


MINNESOTA 
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Credit Or Cash? This Is Question 
Among Mutual Millers 


Lively Discussion Held On Sidelines At Recent Jamestown Meeting 
Co-operation Suggested As Best Means To Solve Feed Selling Problem 


By E. C. Spencer 


Eastern Representative, THE FEED BAG 


feed merchants number in propor- 
tion with grocers and _ notion 
stores, it is going to be a long and ar- 
duous task to convert what has been 
a credit trade into a strictly cash busi- 
ness. Particularly is this going to be 
sc where long time terms have been 
allowed. These facts were brought out 
in a free-for-all discussion at the re- 
cent 6uting of the Mutual Millers’ and 
Feed Dealers’ convention, held in 
Jamestown, N. Y. 
Roy Mulkie Skeptical 

“Tf all feed ‘merchants were mem- 
bers of such organizations as this,” 
Roy Mulkie, veteran dealer of Union 
City, Pa., said, “it would be the eas- 
icst thing in the world to get full co- 
operation, and we could say to our- 
selves with full confidence, that we 
are going to sell for cash only. Under 
present conditions, I do not see how 
we are going to do it successfully.” 

Mr. Mulkie is perhaps one of the 
most respected feed merchants in the 
East. His opinions amount to some- 
thing and we were glad to get this 
expression from him. However, one 
of the most aggressive and determined 
missionaries of the “Sell for Cash” 
cause, L. L. Warner, Niobe, N. Y., up 
until this meeting president for five 
consecutive terms of the Mutual Mill- 
ers, was right on hand, and he found 
here a good opportunity to put in a 
word for “his side”. 

A Truth, Well Spoken 

“IT don’t know but what I’d rather 
have feed in my warehouse than take 
a chance on getting the money I in- 
vested in it, after delivering it to a 
farmer who will pay you for it after 
he sells his hogs,’ Mr. Warner said. 
“Maybe you will get your money, and 
maybe you will not. What can you 
do about it, if he refuses to pay you, 
and simply goes from one dealer to an- 
other, getting credit as he goes along, 
leaving them all to hold the bag.” 

Fred H. Bannister, Northeast, Pa., 
who up until this time had been taking 
part in the athletic sports, and was 
somewhat “het up” anyway, thought 
it was about time he had something to 


L: many of the dairy areas, where 


Pioneer Spirit Needed 


N presenting the informal discussion of cash versus 
credit beginning on this page, we take this oppor- 
tunity of expressing our belief that feed dealers of 

the East need more of the pioneer spirit. We appreciate 
the fact that converting a long established credit trade 
to the acceptance of a cash basis is no easy task and 
one which any man would hesitate to face. There is 
a saying, however, that ‘‘we get what we pay for’’ and 
we believe this applies in changing a retail feed business 
from a credit to a cash basis in that the benefits to be 
accrued after the change has been made are worthy of 
the hardest struggle. Following the thought of L. L. 
Warner of Niobe, N. Y., feed in a warehouse is almost 
as negotiable as a national bank note, but we do not 
believe we’d give ten cents on the dollar for many feed 
dealers’ book accounts. While eastern dealers are say- 
ing it can’t be done, several Wisconsin dealers are mak- 
ing the change each month---and getting away with it. 
We refer our readers to a story of seven dealers who have 
made the change during the past month on page five in 


this issue of The Feed Bag. 


DAVID K. STEENBERGH. 


say, and elbowed his way in through 
the circle which had gathered to hear 
what might be learned from this dis- 
cussion, which has developed into one 
oi the most vital issues now before the 
dealer in the East. 

“Before I entered the milling and 
retail business,” Mr. Bannister said, “I 
had high ideals regarding the operation 
of a feed store. I was selling for a 
manufacturer before I joined my father 
iu the retail store, and many a time, I 
had urged him io sell only for cash. 
‘It can’t be done,’ he said. We tried 
it for a while, and were losing trade. 
Our old customers left us to go where 
they could get credit. Customers who 
owed us large amounts on accounts of 
long standing, went to our competitors 
to start another credit account, and 
we were unable to collect on many of 
these old accounts. I then began to 
understand what my father meant, 
when he said, ‘It can’t be done’”. 

Mr. Warner agreed that where com- 
petition was so strong as that cited 
by Mr. Mulkie and Mr. Bannister, it 
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would be difficult to crash right into 
a strictly cash business, but there cer- 
tainly must be ‘a way to hold your 
worthwhile accounts in spite of the 
competition offered by credit merch- 
ants. The matter of credit is not so 
great a problem as that of collecting 
within a reasonable length of time. 
Reasonable Length of Time 

Here the question of “what is a rea- 
sonable length of time” was brought 
up. Again there were various opinions, 
Mr. Bannister believing that many 
farmers are forced to wait for their 
milk checks, or checks for pork sales, 
and it is necessary for them to have 
credit ror 30 to 60 days. 

E. C. Kessler, of the Ames-Burns 
Co., Jamestown, N. Y., also was of the 
opinion that there is a certain class 
of feeder who should be allowed 60 
days credit, but not longer. If credit 
is extended beyond 60 days, he be- 
comes careless and his money, which 
he certainly should have in that length 
of time, goes for something else. 

Having obtained an idea from the 
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talk of S. J. Lesser at the morning 
session, who spoke on the Jamestown 
credit bureau, we suggested some such 
system among the feed merchants. 
Members ofi the Mutual Millers’ as- 
sociation are comparatively neighbors. 
Its territory covers the southern sec- 
tion of western. Pennsylvania, and 
stretches across the Pennsylvania bor- 
der to a number of small towns 12 to 
i5 miles south. Although this seems a 
small territory, this organization, one 
of the oldest of its kind in the country, 
is exceedingly active. We feel that 
practically all these dealers are com- 
petitors, particularly where the big 
feeder is concerned. If a farmer can 
not get credit with an Olean, N. Y. 


merchant because his account is al- 
ready much overdue, it is an easy mat- 
ter for him to cross the New York 
border, go down to Union City, Pa., 
and open a credit account there. Our 
Union City merchant is elated over 
the fact that he has acquired a heavy 
buyer from across the New York line, 
but is much dismayed when he endeav- 
ors to collect. 

Then why should not the Mutual 
Millers’ association, or any other such 
organization, offer a credit informa- 
tion system to its members, to be con- 
ducted on a strictly co-operative basis? 
The cost would be so very slight that 
it might be considered nil. The price 
of postage and stationery, perhaps an 


The Needed Yard Stick 


Search for the secret of every business success, large 
or small, and you will find that somebody, in its 
history, stuck to the policy of selling good goods to 
customers. 


The mixed-feed industry has been slow to reward 
those retail merchants who strive to maintain this 
policy in their business dealings. 


There has been no real standard by which feeds could 
be compared. Neither the merchant himself, nor his 
customers, had any sort of a measuring-stick to guide 
them in choosing the best. 


Unicorn dealers have such a measuring stick. It is— 
The cost of the feed a cow eats 
to make 100 pounds of milk. 


Nobody can squirm away from the fact that the best 
product to buy, in any line, is the one that will do 
the job at lowest cost. 


Unicorn dealers are provided with a simple method of 
proving to customers that Unicorn produces milk at 
lowest feed cost. 


A good feed—and a good way to prove it is good. 
This is the combination that pays a profit to the feed 
merchant. 


CHAPIN & COMPANY 


327 South La Salle Street 
Chicago, III. 
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investment of $25 in a lettergraph, 
would be all the cost involved, if the 
secretary would spare his stenograph- 
er’s time one day a month. 

If the feed merchant inust give cred- 
it, as some of them believe they must, 
on a conservative basis, why not save 
himself as far as possible from the ha- 
bitual dead beat? We submitted this 
plan to that small group of men and it 
apparently took root, at least there 
were expressions of approval. 

Let each member of the association 
go over his accounts each month and 
check off the names of those more than 
60 days’ old. List these checked names 
together with their addresses, and send 
the list in to the secretary. The sec- 
retary in turn would compile a list 
from ail the names submitted to him, 
and send this list out to the member- 
ship. This would inform each member 
that the names on that list are “slow 
pay”, but it does not instruct the other 
fellow not to do business with ethese 
feeders. It is merely a warning and 
the other fellow can use his judgment. 
Of course, it is understood that no 
trade organization can instruct its 
members not to do business with any- 
one. To do so would be in violation of 
the Federal Trade laws, but it is le- 
gitimate to inform its members of 
credit risks. Neither would this list 
name the dealer who submitted names 
of his customers. _ 

100% Co-operation Essential 

To work the plan successfully, it 
would require 100 per cent co-operation 
from members. If a feeder is refused 
credit by one merchant, he naturally 
would go to another dealer in an ef- 
fort to open an account. In such a 
case, the dealer who already has his 
account, would stand little chance of 
getting the money due him, and cer- 
tainly the dealer opening the new ac- 
count would be taking a great risk of 
getting paid. 

It is generally admitted in the East 
that not only the merchant must be 
educated to sell for cash, but the great- 
est task is in educating the farmer to 
pay cash. The first step will be to 
educate him to pay within a reason- 
able length of time, beginning with the 
60 day plan. It might even be admitted 
by the dealer, that he eventually will 
discontinue a credit business, but the 
farmer who has been allowed terms 
extending so far as a year or even 
three years, is going to find it pretty 
hard to pay cash for his feed, right 
from the start. 

The dealer should educate him grad- 
ually to the point where he will learn 
that it is just as necessary to the 
feed dealer to collect payment as it is 
for the automobile dealer, the radio 
dealer, the piano dealer and the grocer. 
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CO-OPERATING FOR 
A CASH BASIS 


Feed dealers in Columbus, Wis., 
and three neighboring towns 
have co-operated in changing to 
a cash basis. 

This makes The Feed Bag rejoice. 

Co-cperation brings results in anything. With every- 
one pulling the same way for a cash basis the Columbus 
district dealers are bound to succeed. 

Customers who buy feed in this territory will get the 
same reception at every feed store. They will be com- 
pelled to pay cash, and they CAN do it. 

Business volume will be just as good. Results attained 
by dealers in other sections of the state have proved that. 
Profits will be greater, of course. There will be more ready 
money on hand, more means allowed for increasing stock 
and making improvements, which indirectly provide better 
service and facilities for the customers. The cash basis is 
sound from every angle of business. 

The dealers in the Columbus district deserve special 
compliments, first for taking the step in changing their 
policy, and second for the spirit of co-operation shown and 
the putting into practice of this pulling together. 

The Feed Bag hopes that the pioneering of co-opera- 
tion for a cash basis in a territory will continue to be fol- 
lowed by other sections. It is absolutely sound, business- 
like, and profitable. 


POSSIBLE SOURCES 
OF NEW BUSINESS 


Getting over the fence into new 
pastures often results in addition- 
al business and increased profits 
in the feed selling game. Numerous opportunities for a 
dealer to depart from his usual routine of sales are near at 
hand if he will take advantage of them. 

T. R. Evenson of the Monroe Roller Mills, Monroe, 
Wis., illustrates a plan. Recently he approached a poultry 
man in another town, and asked him if he would consent to 
lease a hatchery from him if he built it at Monroe. The 
poultry man consented, and on January 1, 1928, the hatch- 
ery will be in operation with an incubation capacity of 40,000 
chicks. 

Mr. Evenson owns the building. The poultryman will 
co-operate with him in suggesting feeds, and getting busi- 
ness. With the hatchery operating in the vicinity larger 
flocks are bound to result, and more feed will be consumed, 
and the Monroe Roller Mills will realize an increase in 
business. 

This is but one instance of co-operation between dealer 
and sources of feed sales. Many retail feed men have dis- 
covered that it is profitable tc develop an acquaintance with 
county agents, who are continually working among dairy 
herds and are an invaluable aid in helping to sell feeds 
by recommending them. 


HOW IMPORTANT Importance of the farmer in Amer- 
IS THE FARMER ican industry is often underesti- 
mated. This article appearing in 
Smith’s Chickagrams, a house organ published for the Smith 
Incubator Co., by the Frank B. White Co., Chicago, shows 
what the American farmers really mean as customers in the 
feed business. 
“‘Oh, he is just a farmer,’ say some people from the 
city who are used to dealing in big numbers. It just shows 
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how much such people know about where their bread and 
butter comes from. When the International Advertising 
Association met at Denver, Colo. last July, Sam R. McKel- 
vie, former governor of Nebraska, gave them some figures 
that were eye-openers. He got them from the United States 
Department of Agriculture. 

“1. ‘The agricultural industry exercises a normal pur- 
chasing power of nearly ten billion dollars annually. 

“2. It purchases about six billion dollars’ worth of 
manufactured products annually. 

“3. It supplies materials upon which depend industries 
giving employment to over half of our industrial workers. 

“4. It pays directly at least two and a half billion dol- 
lars of the wages of city employees. 

“5. It supplies an eighth of the total tonnage of freight 
carried by our railroad system. 

“6. Its products constitute nearly half the value of our 
exports. 

“7. Our farms and farm property represent nearly one- 
fifth of our tangible national wealth. 

“8. The total capital invested in agriculture in 1919- 
1920 was 79 billion dollars as compared with 44 billions in- 
vested in manufacturing industries, seven billions in mines 
and quarries, and 20 billions in our railroads in 1919.” 


ATTEND YOUR 
DISTRICT MEETING 


“The harmony that prevailed 
among a group of competitor 
feed dealers, the forgetting of 
every grievance one might have felt toward another in his 
town or his district, attest to the immeasurable value of 
such meetings.” 

A dealer who attended the district meeting recently held 
at Neillsville, Wis., under. the auspices of the Central Retail 
Feed Association, expresses thus the feeling which existed 
among those who attended. 

He strikes the right chord. 

A district meeting is akin to a family gathering—every- 
one is a big brother. 

Annual conventions are commendable events. They 
bring large numbers of dealers together, but they lack the 
intimacy and freedom of expression that are created by a 
gathering of 18 or 20 dealers who are from the same district 
and acquainted with each other personally. 

At Neillsville the problem of increased power rates was 
discussed and a letter bearing the signature of every dealer 
interested was forwarded to the electric company. This 
was a prohlem of local interest. The dealers tackled it 
themselves, and they'll get results. 

Local meetings also give power to the association. 
They knit the membership closely together, and the next 
big convention will have even more life than it has possessed 
in the past. 

District meetings will be held at various points through- 
out Wisconsin and Illinois, and other states may have them 
if they wish. Every dealer who receives a notice to at- 
tend one of these gatherings should heed. They are for his 
interest personally, and for the good of the great feed in- 
dustry. They possess a healthy spirit which is further ex- 
pressed in these words by the person attending at Neills- 
ville: “After a better acquaintance, a hearty hand-shake, 
and a good dinner, you learn that after all your competitor 
is a white man like yourself—a real human being.” 
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CRACKED CORN 


Carefully Sifted For Feed Dealer Consumption 


MY THANKS 
Thanks for the words I’ve had to shape 
My modest sayings to you here. 
Thanks for the faithful readers, who 
Bear with me in this space of cheer. 


Thank God on this Thanksgiving Day 
For life which has been well worth 
while, 
If in my heart may always stay 
The feeling that I’ve made you smile. 
—Emil J. Blacsky 
* * 

Announcing the feed dealer’s pass 
word—“I’m on a cash basis.” You 
can get everywhere with it. , 

One of our inquiring feed dealers 
asks if it is the Indian summer that 
causes redskins among the girls. 

But the druggists aren’t complaining 
about their cosmetic sales, Bill. 

* 
PREPAREDNESS 

If you haven’t changed to a cash 
basis by January 1, The Feed Bag can’t 
wish you a Happy New Year, and hon- 


estly believe that you'll have one. 
Ox 


FEED FOR THOUGHT 
A dealer’s son from college 
Came home to help his dad 
And thought his poultry knowledge 
Would not work out so bad. 


But wise old daddy with a pout 

Rejected with this speed-— 

“The chickens that you know about 

Don’t help to sell my feed.” 

THIS MONTH’S SLOW GUNS 

Don’t wear black for dead accounts. 
Press sprightly and go out and col- 
lect them. 

Opportunity knocks at the door, but 
business is a distinguished guest and 
you must go out to get it. 

A man’s car is a chance. He runs 
one every time he takes it out. 

Count that day lost whose low des- 
cending sun 

Sees no earning made, but business 
done for fun. 


Women may get hats with higher 
crowns, but it doesn’t help. They can’t 
keep anything under them anyway. 

SIGN ON FORD 
That’s why they’re making new ones. 
A DARK SECRET 

A New York feed dealer has dis- 
played an unusual amount of ingenuity. 
He hires a negro to cull his customers’ 
poultry. 

* 

The girl with a blank expression soon 
has a man filling in, taking orders, and 
signing on the dotted line. 

* * * 
SALES REPEAL 
“Did you—utterly without 
and 


Cop: 
warning assault this salesman, 
throw him into the street?” 

Feed Dealer: “Yes sir, three times.” 

* * * 
EXPERIENCE 

Dealer’s Wife: “Oh, I am miserable; 
my husband has been out all evening, 
and I haven’t the faintest idea where 
he is.” 

Wise Friend: “There, dear, don’t 
worry. You probably would be twice 
as miserable if you did know.” 

* Ok Ox 
TIMELY ADVICE 
Easy on the turkey. 


Buffalo. 


MILWAUKEE, WISCONSIN 


Keeping Step With Public Demand 


Receivers and Shippers at Milwaukee, 
Minneapolis, Duluth, Green Bay and 


W hat want 
When U/ want it 


Call: Broadway 3416 Milwaukee 


for Prices when in the market for 
Corn, Oats and all other Grains. 


Our service to you from our new Elevator 
“E”’ with 1,500,000 bushels capacity at Mil- 
waukee, or from Cargill Elevators at Minne- 
apolis, Minn., tinea: Wis., and Green Bay, Wis., is a demonstration of the 
value of DEPENDABILITY. 


CARGILL GRAIN COMPANY 


Operating elevators with a total stor- 
age capacity of 10,000,000 bushels at 
well located centers. 
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Grain Dealers, Feed Distributors 
Meet At Omaha 


Farm Relief Movements And Waterways Are Discussed By Delegates 


Burns, Lowell and McCrea Elected Heads Of 


ROBLEMS confronting the 
P Grain Dealers’ National Associa- 

tion were tackled with a will at 
the 31st annual convention, held at 
Omaha, Neb., October 10-12, and the 
attending members also spent an en- 
joyable time at the entertainments pro- 
vided by their city hosts. 

A variety of proposed farm relief 
movements and the development of in- 
ternal waterways for grain transporta- 
tion, were among the chief subjects 
discussed. . 

McNary Measure Opposed 

Walter H. Newton, congressman 
from Minnesota, flatly opposed the Mc- 
Nary-Haugen bill as a farm relief mea- 
sure, and expressed opposition to the 
government control of agricultural 
products because it interfered with the 
natural laws of supply and demand. 
He proposed reduced freight rates on 
farm products, and suggested as a 
means of obtaining this end the de- 
velopment of inland waterways and 
the completion of the Great Lakes-St. 
Lawrence waterway. 

C. D. Sturtevant, president of the as- 
sociation, in his address also disproved 
of the regulation of farm relief through 
legislation. 

“I believe that the solution of the 
farm problem is in the economic field 
rather than in politics. We are in 
hearty accord with and will lend sup- 
port to any proposition that will by 
sound economic methods enhance the 
value of grain,” he said in part. 

Waterways Development Urged 

Arthur J. Weaver, Falls City, Neb., 
speaking of the development of inland 
waterways said that the plan was of 
supreme national importance. He es- 
timated that with proper development 
of the Missouri and Mississippi rivers 
for water transportation, farmers liv- 
ing in this vicinity would save 11 cents 
a bushel on wheat exported. He up- 
held the perfecting of waterways as 
the soundest method to obtain farm 
relief. 

The Kessinger bill, which annoyed 
the Chicago Board of Trade consider- 
ably, was discussed by Frank J. De- 
laney, Chicago. Secretary Magill of 
the Winnipeg Grain Exchange, ex- 
plained the Canadian grain pool. 
Several Recommendations Considered 

Among the recommendations made at 


the convention by Mr. Sturtevant and 
Charles Quinn, secretary, which were 
referred to a special committee follow: 

The appointment of a second feed 
arbitration committee to handle trade 
disputes. 

An amendment to the by-laws pro- 
viding that any member expelled from 
a grain exchange or board of trade 
for inability to meet his financial ob- 
ligations, shall be dropped from the 
roster of the association. 

A decision that where the trade rules 
of the association conflict with the 
rules of the board of trade or grain 
exchange the latter shall be given pref- 
erence and shall be binding upon the 
arbitration and appeals committees of 
the association to the same extent as 
though they were a part of the asso- 
ciation’s own trade rules. 

Several recommendations relative to 
farm relief measures were also made. 
Chief Officer Re-elected 

C. D. Sturtevant, Omaha, was un- 
animously re-elected president. A. S. 
McDonald, Boston, and John S. Green, 
Louisville, were chosen first and sec- 
ond vice president. 

J. L. Kleckner, president of the Cen- 
tral Retail Feed Association, was elec- 
ted one of the directors for the ensu- 
ing two years from among the affiliated 
organizations. 

Entertainment provided at the con- 
vention pleased everyone. The ladies 
who attended were extended the hos- 
pitality of Omaha grain dealers’ wives. 
Their program included a style show, 
theater party, and luncheons. 

Dealers and their wives enjoyed 
themselves at a dance held on the 
evening of October 10, and the climax 
of the social side of the convention was 
the banquet held on the evening of 
October 11. E. P. Peck of the Omaha 
Grain Exchange presided, and C. N. 
Wright, vice president of the Platte 
Valley State bank, Scottsbluff, Neb., 
was toastmaster. A. C. Malloy, Hut- 
chinson, Kansas, was the speaker of 
the evening. He gave an interesting 
talk on the importance of Kansas in 
the grain industry and kept the guests 
amused by his wit and humor. 

Over 850 persons registered at the 
convention, and all were unanimous in 
declaring it a success. 
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Latter Organization 


HILE the Grain Dealers’ Na- 

tional Association held its 

convention, the United States 
Feed Distributors’ Association also 
convened at Omaha, October 11. 

M. C. Burns, Buffalo, was elected 
president, D. G. Lowell, of the Wash- 
burn-Crosby Co., Minneapolis, was 
chosen first vice president, and O. A. 
McCrea of the Pillsbury Flour Mills 
Co., second vice president. 

Car consigning charges, freight rates 
on feeding stuffs, and a uniform corn 
rate in all markets on wheat offals, 
were among the problems discussed 
and acted upon at the meeting. 

Charles B. Dreyer, of the Dreyer 
Commission Co., St. Louis, Mo., made 
reference to the $6.40 a car consigning 
charge, and suggested. that a test case 
be made, with the association assum- 
ing all expenses and obligations. A 
spirited discussion followed for and 
against the idea, and it was finally re- 
ferred to the executive committee for 
future action. 

George W. Hoyland, president of 
the association, who presided at the 
convention, advanced the problem of 
freight rates on feeding stuffs, and 
urged an attempt to get mill feeds clas- 
sified on the corn rate basis, and the 
association went on record as favoring 
this plan. 

Suggestions that the feed distributors 
affiliate with the Grain Dealers’ Na- 
tional Association and work through 
this organization by means of a com- 
mittee were made, but Mr. Hoyland 
discouraged the idea, declaring that 
the feed association would thereby lose 
its individuality. 

Those who attended the meeting 
were J. V. Bass, Marshalltown, Iowa; 
F. D. Bruce, Bruce Bros. Grain Co., 
Kansas City; L. J. Byrne, Vanderslice- 
Lynde Co., Kansas City; C. K. Bryant, 
Who’s Who in the Grain Trade, To- 
ledo; R. T. Beatty, The Northwestern 
Miller, Minneapolis; C. H. Cotton, 
Kansas Flour Mills Corporation, Kan- 
sas City; C. W. Chapin, Chapin & Co., 
Chicago; J. H. Caldwell, Ralston Pu- 
rina Co., St. Louis, J. B. Claypool, 
Claypool & Co., San Bernardino; 
Charles B. Dreyer, Dreyer Commission 
Co., St. Louis; H. K. Ferguson, Amer- 
ican Elevator & Grain Co., Chicago; 
L. C. Fontaine, Jr., General Commis- 
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sion Co., Kansas City; W. O. Fehling, 
Samuel Bell & Son, Philadelphia; D. J. 
Green, D. J. Green Grain Co., Hous- 
ton; F. F. Gilbert, Grain Belt Mills 
Co., St. Joseph; James H. Gray, J. H. 
Gray Mfg. Co., Springville, N. Y.; A. 
J. Gallagher, Newsome Feed & Grain 
Co., Pittsburgh; George W. Hoyland, 
Hoyland Flour Mills Co., Kansas City; 
Earl A. Hogan, Henry Lichtig & Co., 
Kansas City; D. E. Hobelman, Ameri- 
can Elevator & Grain Trade, Chicago; 
G. E. Hillier, Penick & Ford Sales Co., 
Cedar Rapids, Iowa; O. A. McCrea, 
Pillsbury Flour Mills Co., Minneapo- 
lis; A. S. MacDonald, A. S. MacDon- 
ald Commission Co., Boston; L. C. 
Newsome, Newsome Feed and Grain 


Co., Pittsburgh; J. P. Parks, Kansas 
City; C. W. Shannon, Ambler Grain 
& Milling Co., Pasadena, Cal.; D. J. 
Schuh, Cincinnati; Samuel Sosland, 
Southwestern Miller, Kansas City; 
David K. Steenbergh, The Feed Bag, 
Milwaukee; J. R. Stuart, Reliance Feed 
Co., Minneapolis; E. K. Warner, Arch- 
er-Daniels-Midland Co., Minneapolis; 
J. H. Weaver, Nebraska Consolidated 
Mills Co., Omaha; E. C. Van Arsdel, 
Price Current Grain Reporter, Chicago. 


CHATHAM FARMERS’ EX- 
CHANGE, Chatham, N. Y., is contem- 
plating going into the mixed feed busi- 
ness, and has completed plans to in- 
stall a new mixing mill. 


Ever Since 


BIG 


to use it. 


was placed on the market, in 
1880, it has catered especially 
to Family Trade in territory 
adjacent to the Mill. Our best 
trade is where flour is best ap- 
preciated. BIG JO is not a 
popular priced Brand. It is 
popular only because of its 
superiority, not price. It is 
high priced, but it is economy 


BIG O SELLS BEST BECAUSE 
J IT IS BEST. <—« 


MADE BY 


WABASHA ROLLER MILL 
COMPANY 


WABASHA, MINNESOTA 


J. A. Rieck 


“The Scale of Justice’, you might 
believe after looking at this picture. 

But this is J. A. Rieck, secretary of 
the Springfield Milling Co., Springfield, 
Minn., engaged in his daily task of 
testing carloads of wheat as they arrive 
to be made into White Swan flour. 

Mr. Rieck joined the Springfield 
Milling Co., in its pioneer days, and 
has been with it since. Al Ruenitz, 
president of the firm, says of him: 

“When Julius gives his O. K. on a 
car of wheat you can bet your bottom 
dollar that it’s up to the White Swan 
standards.” 


LOUIS OLDFATHER, Arlington, 
Ia., has opened a feed grinding mill. 


The Dairy Cow 


Requires Rich, 
Milk-making 
Feeds 


Our Western Alfalfa 
Meal is a depend- 
able healthful dairy 
feed. Uniform in 
texture and color. 
Contains no excess 
moisture. 


Alfalfa Meal 


May be fed without 
waste. Contributes 
value to the ration 


—and Cows 
like it. 


Write or Wire Us For Quotations 


The Denver Alfalfa 
Milling & Products Co. 


Pierce Bldg., 
ST. LOUIS, MO. 


LAMAR, COLO. 
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May Have New Feed And Grain 
Association In East 


Tentative Plans Made To Merge Vermont and Massachusetts Groups 
Feed Manufacturers Asked To Finance Launching Of Organization 


ENTATIVE plans for organi- 

i zation of the New England 

Feed and Grain Merchants’ As- 
sociation were completed at a recent 
meeting held at the City club, Boston, 
Mass. The meeting was called for the 
purpose of receiving the report of a 
survey made by Lynne P. Townsend, 
who has had considerable experience 
in the farm field and in organization 
work, employed by the Vermont Grain 
and Feed Dealers’ Association and the 
Massachusetts Grain Dealers’ Associa- 
tion to determine the need of a united 
New England association. 

Present Organization Inadequate 

For some time there have been two 
feed dealers’ associations in New Eng- 
land, the Vermont Grain and Feed 
Dealers’ and the Massachusetts Grain 
Dealers’ Association. Neither employed 
a paid secretary and the activity car- 
ried on by each has been of a com- 
paratively limited character, it was 
thought by some of the members. Ex- 
ecutives of the Massachusetts organi- 
zation have felt that unless a paid sec- 
retary was employed, ‘it was useless to 
continue the association. A meeting 
with executives of the Vermont organi- 
zation resulted in the employment of 
Mr. Townsend. 

The Boston meeting was presided 
over by William N. Howard, president, 
and James A. Sturges, secretary of the 
Massachusetts association. Mr. Sturges 
outline activities of his association, 
pointing out that it had accomplished 
practically all that could be done under 
conditions of not having an executive 
paid secretary. He also announced that 
the association had used up the funds 
of its treasury, amounting to about 
$1,000.00 to defray expenses of Mr. 
Townsend, in making a survey among 
feed dealers to learn of the need of 
such an organization as that contem- 
plated. 

Pledges Vermont Support 

A. W. Bradstead of Bennington, Vt., 
conveyed the confidence of Vermont 
dealers in the organization of one New 
England association and pledged liqui- 
dation of the Vermont association if 
such an organization was formed. 

Other speakers were W. A. Monson, 
director of the extension service of the 
. Massachusetts Agricultural College, 
who pointed out the need of a close 


acquaintance and better understanding 
between extension workers and feed 
dealers, and pointed out several con- 
crete illustrations both in private and 
trade associations, where organization 
work has accomplished beneficial re- 
sults. Earl H. Reneai, market special- 
ist of the New Hampshire State Agri- 
cultural College, was another speaker. 
He gave a few general ideas gathered 
from a survey which he is conducting 
among retail feed stores in the state of 
New Hampshire for the purpose of dis- 
covering costs of various operations in 
the conduct of a retail feed business. 

The report of Mr. Townsend, which 
was exceptionally complete and en- 
thusiastic, drew a very strong conclu- 
sion from the two associations that 
there is a great need for a united or- 


Eastern Federation Plans 
Winter Meeting 


This winter’s convention of the East- 
ern Federation of Feed Merchants will 
be held again at Binghamton, during 
the Washington Birthday holiday, Feb- 
ruary 22 and 23. It will be remembered 
that last year’s mid-winter convention 
at Binghamton, brought out a record 
attendance, and it was considered one 
of the most successful the organiza- 
tion ever held. 

Secretary W. A. Stannard of the 
Eastern Federation points out that 
there will be some changes in this 
year’s program, over those of past sea- 
sons. There will be fewer speeches, 
and more opportunity for open forums. 

Entertainment program for the ban- 
quet to be held on the first night of 
the convention, is being booked, and 
it is said to be of the highest order. 
The banquet, falling on Washington’s 
birthday will take on patriotic color. 

“There will be ample recreation and 
entertainment during the two days, but 
the program will be so arranged that 
important business subjects will be 
given minute consideration,” President 
W. S. VanDerzee said. Early cam- 
paigning of the attendance committee 
is expected to bring out the largest 
attendance at the Binghamton conven- 
tion this year, that the federation has 
ever had. 
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ganization in New England and that 
it would receive splendid support from 
retail dealers. He estimated that 800 
members would join within the next 
six months. 

Appeal was made to about twenty 
feed manufacturers who were repre- 
sented at the meeting, for financial 
support to do the preliminary work 
necessary in launching the new organi- 
zation. The cost, it was estimated, 
would amount to about $3,000. There 
were excellent indications that the 
manufacturers would take care of this 
fund. 

A meeting is scheduled for the near 
future, when executives of the two or- 
ganizations will meet to complete plans 
for the new united organization. 


ELMORE MILLING CO., One- 
onta, N. Y., under the capable manage- 
ment of Earl Elmore, is completing 
installation of a new molasses feed 
mixing plant, which will have a capa- 
city of 20 tons per hour. 


S. S. HARRISON, Milford, N. Y., 
is making a number of improvements 
to his plant, installing roller bearings 
on line shafts, enlarging the cupola, 
erecting high speed elevators and a 
new corn cutter. 


MR. WEST, of West & Nesbit Co., 
Oneonta, N. Y., has returned to his 
mill after several weeks spent in a hos- 
pital and his home, recovering from 
serious injuries received in an auto- 
mobile accident. 


F. B.. MATTHEWS CO., ING,, 
Kingston, N. Y., is cutting power costs 
by application of roller bearings to all 
line shafts. Their plant equipment also 
is being improved, through installation 
of new scratch grain equipment. 


WALTER FREY, well known mill- 
wright in central New York, has 
charge of installation of all new ma- 
chinery in the large new plant of Men- 
ger & Schoonmaker at Callicoon, N. 
Y. This large feed milling concern of 
Youngville, N. Y., is rapidly expand- 
ing and taking advantage of the op- 
portunity afforded them to open a new 
plant in the Callicoon district, where 
such a plant has been needed. 
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You'll Like 


Located at Wausau, Wisconsin in the 
center of the state with good railway 
facilities, we offer better service as well 


as better feeds. Telephone 
our office anytime, and we 
will get a mixed car loaded 
with anything you may need 
in the feed line, rolling to 
you inahurry. Quick ship- 
ment---24 to 48 hours is our 
specialty. 

Feed dealers who take ad- 
vantage of Northern Milling 
Co. service do not find it 
necessary to keep thousands 
of dollars of capital tied up 


in order to carry a full line. You can 
buy everything---Dairy Feeds, Poultry 


Buy Your FLOUR and FEED from 


Northern Milling Co. Plant, Home of Wisconsin’s Balanced Rations for Live Stock and Poultry, Blue Ribbon and Maxima 
Dairy Rations and Romance Flour 


WAUSAU, WIS. 


\ 


The Original 20% Feed 


Our Service 


Feeds, Corn, Oats,"Flour, ‘Bran, Mid- 
dlings, Oil Meal, Gluten Feed, Oyster 
Shells, Meat Scraps, Seeds, etc.---in one 


car’and our quick service will 
enable you to get these cars 
on short notice and often 
enough so that you will never 
run short on any item. 


Northern Milling Co. sales 
policy protects the legitimate 
feed dealer. We do not quote 
or sell any persons or organi- 
zations other than established 
retailers. You will find our 
prices as uniformly low as 
our unvarying quality stand- 


ard permits. Write for our dealer 
proposition. 


STRAIGHT AND MIXED CARS 


NORTHERN MILLING COMPANY 


| WAUSAU, WISCONSIN 


Page Fourteen THE FEED BAG—NOVEMBER, 1927 


BALANCED 
THE 
FEED 
GCORRANTEED AMADISIS 
PROTEIN 


Record 


District 


Dealers’ Meeting 


Held At Wausau, Oct. 28 


A. L. Stone’And Central Retail Feed Association Heads Are Speakers 
Credit Given H. H. Humphrey For Successful Arrangements, 58 Attend 


By David K. Steenbergh 


consin district set an entire se- 

ries of new records for the trade 
to shoot at when 58 were counted at 
the organization meeting of the Wau- 
sau District Feed Dealers’ Club, held 
under the auspices of the Central Re- 
tail Feed Association, at the Hotel 
Wausau, Wausau, Friday, October 28. 
It was without doubt one of the most 
interesting and enthusiastic dealers’ 
meetings ever held in the history of 
the feed industry. 

If you want to get an idea of how 
successful the meeting really was, 
imagine that you are standing in the 
ball room of the beautiful Schroeder 
Hotel at Wausau, watching the deal- 
ers as they came in for the dinner 
which preceded the meeting. First, 
you would probably notice that it 
WAS a dealers’ meeting, as only eight 
of the 58 were manufacturers’ repre- 
sentatives. 

Competing Dealers Friendly 

Second, and most important, you 
would notice the goodfellowship mani- 
fest among dealers who were competi- 
tors in the same town. C. L. Raisler 
and A. W. Kiesselhorst of Bear Creek 
were arm in arm. Paul Rajek, Phil. 
Menzer and Ed. Sippl of Marathon 
playfully fought over the privilege of 
introducing one another to other deal- 
ers and guests. Paul Gebert, a veteran 
_in the association whose brother 
“Sweede” is 99 44/100 per cent of the 


Fk’ ED dealers of the Wausau, Wis- 


Marquette football team, had his friend 
and local competitor at Merrill, H. A. 
Stuemke, in tow. The two “WE 
SELL FOR CASH” boys of Rudolph, 
A. J. Kujawa and Frank Miller, were 
present and boosting each other as 
usual. C. S. Dernbach, Wausau’s 
famous feed dealer, lead the cheering 
when a tribute to H. H. Humphrey, 
his competitor, who had arranged the 
meeting at the request of President J. 
L. Kleckner, of the Central Retail Feed 
Association, was called for. 

First in order at the meeting was 
the fried chicken dinner which was 
put away by all present starting at 
6:30 p. m., after Bill Certe, the pho- 
tegrapher-entertainer, had pepped the 
boys up with a few songs and taken a 
group picture. The dinner menu in- 
cluded clam chowder, fried chicken, 
cranberry jell, mashed potatoes, toma- 
toes, head lettuce, salad, rolls, ice 
cream, cake and coffee. 

Prof. A. L. Stone as Speaker 

Following the dinner, Prof. A. L. 
Stone, seed specialist with the Wiscon- 
sin department of agriculture, Madison, 
was introduced as the principal and 
surprise speaker, by President Kleck- 
ner, Neillsville. 

‘Mr. Stone explained recent seed reg- 
ulations of the Wisconsin department 
of agriculture and after he had finished, 
several of the dealers said that they 
had learned more than enough from 
this one talk to compensate them for 
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their investment and membership in 
the association. 

The first regulation explained by 
Professor Stone was with reference to 
labeling clover seed and alfalfa with 
the germination test. Formerly one- 
third of the hard seeds were counted 
with those actually germinated and to- 
day all clover and alfalfa seed must be 
labeled to show percentage of seeds ac- 
tually germinated in test, percentage of 
hard seeds and the total of these two 
figures which may be designated as 
the percentage of live seeds. 

Montana and Ground Seed 

The second regulation provides that 
Montana common alfalfa seed sold in 
Wisconsin be certified as to origin and 
shipment by the Montana department 
of agriculture, after which it is super- 
vised in repacking by the Wisconsin 
department of agriculture so that it is 
sold in sealed bags and certified. 

Montana seed sells at a premium of 
from two to four cents above other 
common seed and formerly more Mon- 
tana seed was sold in Wisconsin alone 
each year than was produced in Mon- 
tana. 

The third regulation discussed by 
Professor Stone refers to Grimm al- 
falfa seed which is heartier than com- 
mon and sells at a large premium. The 
regulation provides that Grimm must 
he certified by the grower and cannot 
be sold in sacks containing more than 
30 pounds, except when sealed and ver- 
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ified by the Wisconsin department of 
agriculture. All firms selling Grimm 
must have certificates to prove that 
the seed is Grimm. 
Organization Is Explained 

Professor Stone was forced to leave 
immediately following his address, to 
take an 8:30 p. m. train back to Madi- 
son and President Kleckner then intro- 
duced David K. Steenbergh, managing 


Bach of every sack stands the INSTITUTION 


editor of The Feed Bag and secretary 
of the Central Retail Feed Association, 
who spoke on the subject “What Or- 
ganization Means to Feed Dealers”. 
Mr. Steenbergh explained the history 
and purposes of the Central Retail 
Feed Association, reading the objects 
from its constitution and telling what 
had been done or what was planned 
with reference to each one of them. 


asa FULL GUARANTEE 


back for more. 


Minneapolis, Minnesota 


INTERNATIONAL Feeds are guaranteed to produce 
‘better results at lower cost.’’ This guarantee is backed 
by a million dollar company which has been making 
scientifically balanced feeds for twenty years. 

You can sell these guaranteed feeds with more con- 
fidence—your customers buy with confidence, and come 


The story of International Guaranteed Feeds is being 


told through farm papers and by radio to feeders in the 
Middle West and Northwest. 


Ask an International Man or write for dealer proposition. 


INTERNATIONAL Sugar Feed Co. 


se INTERNATIONAL 


SUGARED FEEDS For GREATER PROFITS 


Memphis, Tennessee 


He commented on the fact that the re- 
tail feed trade is one of the largest and 
least organized groups in business in 
the United States. 

“Organization,” he said “will not 
work miracles, but it does help and 
the more members any organization 
has the stronger it is and the more it . 
can do.’ At the conclusion of his ad- 
dress ten feed dealers signed applica- 
tions and paid their dues to become 
new members of the Central Retail 
Feed Association. E. Elkon, Rhine- 
lander, who told the famous collection 
story at the Milwaukee convention, was 
nominated as chief booster at the meet- 
ing and secured six of the new applica- 
cations. Wausau, which has always 
been well represented in the associa- 
tion, can now claim as many members 
in its district as any other section. 

McKercher Talks on Overhead 

Overhead in the feed business was 
discussed by D. W. McKercher, a di- 
rector of the association and head of 
the McKercher Milling Co., Wisconsin 
Rapids. “The Central Retail Feed As- 
sociation is not interested in and does 
not try to fix prices,” Mr. McKercher 
said, “but we do want to educate feed 
cealers to know that ‘t costs money 
to do business. When you buy bran 
for $30.00 and sell it for $31.00, some 
dealers think they are making a profit 
of a dollar a ton, but if they would 
stop to figure their overhead, they 
would certainly know that they were 
losing money. Many dealers forget to 
figure in the cost of their own labor, 
the interest on their investment both 
in their plant and book accounts, de- 
preciation, etc. If feed dealers re- 
membered all these items, none of us 
would be troubled with cut-throat com- 
petition, a fact which has been proven 
by the retail lumber dealers who have 
practically eliminated cut-throat com- 
petition through the teaching of costs 
by their association. 

“In talking organization as we are 
doing at this meeting,’ Mr. McKer- 
cher concluded, “we want to call your 
attention to the fact that the Central 
Retail Feed Association is the only 
strictly dealers’ organization in the 
feed industry and that it neither so- 
licits nor accepts any financial support 
from other than retail feed firms. Many 
of the other associations take in manu- 
facturers and wholesalers as associate 

(Continued on Page Twenty-five) 


‘CANNON VALLEY MILLING co. 


MODERN WATERPOWER MILLS 


MINNEAPOLIS — ,MINN. 


FARMERS CHOICE SWEET DA/RY RATION 
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Contracts Made With An Infant 


Cannot Be Enforced 


Legal Action Is Limited To Food And Clothing Sold To Minor 
Dealer Should Affirm Age If He Is In Doubt About Customer 


NE of the surest ways for a 
O merchant to lose money, or be- 

come involved in expensive lit- 
igation, is to have contractual dealings 
with an infant, or minor. This is true 
because the contracts of an infant, with 
few exceptions, cannot be enforced 
against him, and the other party to the 
contract is without legal remedy if the 
infant changes his mind and refuses to 
abide by the contract. 

And, while this rule of law is gener- 
ally known among merchants, it may 
well be doubted if there is any other 
single proposition of law that causes 
more loss and litigation, year after 
year in the commercial field. With 
this in mind then, a brief review of the 
possible danger to merchants in situa- 
tions of this kind may be entered into 
with profit. 

Merchant Takes All Chances 

In the first place, under the rule as 
announced, if a merchant sells anything 
to an infant he cannot enforce pay- 
ment, unless the articles sold are ne- 
cessaries. And, even when this is true, 
the burden is on the merchant to show 
this fact, which is not always an easy 
thing to do. On the other hand, if 
the articles sold to an infant are not 
necessaries, as clothing, food, etc., the 
merchant may have no right to enforce 
payment. 

But this is not all, for the infant may 
further have the right to return the 
article, demand whatever he has paid 
thereon, and be relieved of all liability. 
And, in some states, the courts have 
even gone to the extent of declaring 
that the fact that an infant represented 
himself to be of age in obtaining goods, 
would not deprive him of his right to 
return the goods and demand back 
whatever he had paid on them. Now 
let us see. 

Infant Buys Truck 

In one case of this kind, the defend- 
ant, who was but 19 years of age, was 
engaged in business and sought to buy 
a truck. He represented his age to be 
over 21, and, from the report it seems 
that he appeared to be of the age rep- 
resented. Anyway, on this representa- 
tion the plaintiffs sold him the truck 
. on the payment plan. 

After the defendant had used the 


By Leslie Childs 


truck for some time, and paid $2,000 
on the contract, he defaulted in his 
payments, and the plaintiffs took the 
truck. The plaintiffs then sold the 
truck, and applied the amount received 
upon the contract, but there was still 
due a balance of about $1,000. In 
order to collect this, the plaintiffs filed 
suit against the defendant. The latter 
then came to bat. 

In defense to this action, the defend- 
ant set up that he was an infant of the 
age of 19 years; that the contract 
could not for that reason be enforced 
against him, and demanded the return 
of the $2,000 he had paid on the truck. 
The plaintiffs then stated that the de- 
fendant had misrepresented his age 
when he bought the truck, and con- 
tended that he should be held liable, 
and not be allowed to profit by his 
own false representations. In passing 
on the question involved the court had 
this to say: 

Language of the Court 

“Omitting reference to contracts for 
necessaries and to such contracts as a 
minor is authorized by statute to make, 
the court has held that an infant may 
during his minority avoid his contract 
relating to personal property, and that 
such avoidance * * * renders the 
contract null and void * * * . And 
fraud is not a bar to the exercise of 
the infant’s right to disaffirm. * * *. 

“The defendant’s disaffirmance ren- 
dered the contract absolutely void, and 
he is neither required to account for 
the use of the truck nor prevented from 
recovering the amount he has paid on 
the note and mortgage. Of course he 
cannot retain any property aequired 
by the contract, but the truck has been 


sold and the proceeds retained by the 


plaintiffs, * * *” 
Summary in Conclusion 

In conclusion, the court affirmed a 
judgment in favor of the defendant, 
whereby he was allowed to recover 
back the money he had paid on the 
contract, and relieved from further lia- 
bility thereon. Which of course re- 
sulted in a substantial loss to the plain- 
tiffs on the truck, as well as the ex- 
pense, time and trouble involved in 
conducting a lawsuit through the 
courts. 
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Now, it may be said in closing, the 
courts are not in precise accord on the 
question of how misrepresentation af- 
fects the right of an infant to recover 
money on a contract. And, without 
doubt, in many states the infant in the 
case reviewed would not have been 
permitted to recover, because of his 
misrepresentation as to his age when 
he bought the truck. 

However, the holding in this case is 
supported by much authority, and 
furnishes a striking illustration of the 
importance of care when dealing with 
persons who may not be of age. In 
other words, a merchant should not 
take chances on the age of a person he 
is dealing with, but, if there is any 
doubt on this point, outside informa- 
tion should be sought before a contract 
is entered into. 


FARMERS’ ELEVATOR CO., 
Fenton, Ia., has renewed articles of 
incorporation with capital stock of 
$35,000. The company will buy, sell, 
and handle grain, coal, and lumber. 
The. officers are Jacob Hengel, presi- 
dent; Harve Heigley, vice-president; E. 
A. Huskamp, secretary; and F. C. Bai- 
ley, treasurer. 


F. G. BELL CO., McGregor, Ia., 
has been incorporated with a capital 
stock of $10,000 to deal in grain, fuel, 
and lumber. 


W. C. BISHOP, Delavan, IIl., has 
been chosen manager of the Farmers’ 
Elevator Co. 


BERT SANDERS, Dell Rapids, S. 
D. has opened a new feed mill. 


H. L. GUELLER, manager of the 
Northern Milling Co. branch at Shaw- 
ano, Wis., celebrated the completion of 
a new 20x86 ft. addition to their ware- 
house by holding an old time dance. 
More than 150 farm folks attended and 


‘danced to the strains of an accordion. 


Coffee and hot dogs were served. Mr. 
Gueller had a box car moved near the 
warehouse and it was used as a smok- 
ing-room for the men. Everyone who 
attended said the event was a real 
house-warming. 
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Controlling Round Worm Infestation 
by Using “An Ounce of Prevention” 


Much has been written during the past 
few years regarding the evils resulting 
from intestinal worm infestation of poul- 
try—and of the general prevalence of 
worm infested flocks throughout the en- 
tire country. It is generally conceded by 
all authoritative writers and poultry ex- 
perts that many of the ailments, ills and 
losses in the poultry industry are caused 
either directly or indirectly by these para- 
sites—particularly round worms. 

Unfortunately, however, very little has 
been offered in the way of practical ad- 
vice or information as to how these para- 
sites can be effectively prevented from 
hatching in the intestinal tract of the 
birds. 

The mere expelling of worms from 
either fowls or animals is, under favor- 
able conditions, easily accomplished by 
the proper use of various vermifuges such 
as tobacco dust, nicotine, turpentine and 
many trademarked remedies for ridding 
chickens that are already worm infested. 


And if it wasn’t for the inevitable con- 
tamination of premises and consequent 
RE-INFESTATION of the chicks or 
fowls by expelled worm eggs or larvae, 
the expelling method would be an effec- 
tive control of the situation. 


But it is a difficult task to destroy ex- 
pelled worm larvae inasmuch as ordinary 
disinfecting or ‘“‘clean methods are 
not effective. Under favorable conditions 
worm larvae will remain “alive’’ in the 
soil for years—ready to be picked up by 
the birds either in their feed or on range. 

Considering the foregoing facts it is 
easy to understand why so many practical 
poultry folks are enthusiastic in their 
praise for Barnes Emulsion, the action of 
which is to prevent round worm larvae 
(picked up by chicks or fowls while feed- 
ing), from developing into worms after 
entering intestinal tract of the birds. 

Recent scientific tests made by one of 
America’s foremost parasitologists have 
conclusively proved the merit of Barnes 
Emulsion for this purpose, and it can- 
not be denied that dependable preven- 
tion of round worm infestation means 
much more to practical poultry folks, and 
the poultry industry in general, than “‘a 
pound of cure.” 

This is especially true because of the 
thousands of poultry flocks that seem to 
be merely “‘out of condition” and treated 
as such, whereas in reality they are worm 
infested and it is the worms which cause 
their ‘‘out of condition” appearance. 

And it is for just such flocks that 
Barnes Emulsion has done its most re- 
markable work during the ten years it 
has been on the market. The wonderful 
value of its proper use on flocks of this 
kind is admirably expressed in a letter 
written to Barnes Emulsion Company 
September twenty-seventh by a Poultry 
Service Worker for one of the large 
middle-west feed companies, and from 
which the following is quoted: 


We Want Dealers Everywhe 


By A. O. BARNES, Ph. C., B. Sc. 


“In this work we are giving the farm- 
ers any service possible free gratis. The 
biggest helper in our work of getting the 
flocks into shape is your BARNES 
EMULSION. We find some very inter- 
esting results and without this proper 
conditioner we could do but little for 
some of these people. 


“T recently found on a visit of 78 farms 
that 76 were infested with worms. We 
were able to persuade most of the flock 
owners to use Barnes Emulsion, and in 
every case there was a decided increase 
in egg production, vitality, etc. I do wish 
that you would talk to some of these 
people we are servicing and I am sure 
you would get a big kick out of it. 


“Here is the method we use in feeding 
and no one can tell us that it don’t work 
either: One teacupful of Barnes Emul- 
sion in hot milk or water which as a solu- 
tion is poured over six quarts of dry mash 
to 100 fowls. My work here depends on 
the results I get and be sure that J am 
getting resulls in six or seven days that 
you would never imagine. In fact by 
using a wet mash as a body for Barnes 
Emulsion you honestly wouldn’t know 


some of these flocks that we are treating 
One farmer tells his neighbor about his 
flock doing so well on Barnes and now 
we have on an average of six or seven 
farmers coming to the place for advice 
each day.” 


The surest way to be convinced of the 
merit of Barnes Emulsion used on your 
own birds, regardless if they are. known 
to be worm infested or merely ‘“‘out of 
condition’’—or even on normal flocks, is 
to make a “comparative test.’’ This is done 
by dividing your birds in two lots, giving 
Barnes Emulsion as prescribed to one lot 
and giving no emulsion to the other lot. 


Then as the days pass by, what you see 
with your own eyes by comparing the two 
groups for health, vitality, and growth as 
well as round worm contro!, will convince 
you beyond question or doubt as to its 
value to your own flock. 


For further interesting information 
regarding this subject, write for our 
32-page booklet ‘‘Common Sense vs. 
Worms” which will be mailed upon re- 
quest, free of cost. Address Barnes 
Emulsion Company as noted in the fol- 
lowing display ad.: 


COMMON SENSE vs WORMS 


“COMMON SENSE vs. WORMS” is the name of a 32-page booklet, brimful of 
interesting information for poultry-folks whose chickens are backward in growth and 
development, have pale faces and shanks, and stand around droopy, with eyes closed. 
If there is a steady and comparatively high mortality in your flock; if some of your 
birds ‘‘go light,’’ then die; or if they are affected with brownish diarrhoea, the cause 
is likely to be from intestinal worm infestation. 


Other effects of worm infestation include: irregularity in egg laying, going lame, or 
developing ‘‘staggers,’’ and particularly a condition of low vitality so they easily catch 
colds, sneeze, have watery eyes, canker, roup and chicken pox. 


re—Ask For 


Barnes Emulsion Co. 


TO CONTROL THE WORM EVIL 
you have your choice of EXPELLING them by 


dosing your birds with tobacco, nicotine and 
other vermifuges—OR feeding Barnes Emulsion 
to your birds in their water or mash. The main 
objection to EXPELLING the worms is that 
THOUSANDS of WORM EGGS are also apt 
to be expelled, to be picked up by the birds, caus- 
ing a re-infestation more disastrous than ever, 
WHEREAS THE ACTION OF BARNES 
EMULSION IS TO AID IN SOOTHING 
AND HEALING THE INFLAMED INTES- 
TINAL TRACT and build health and vitality 
in the fowl while at the same time preventing 
round worm larvae, in the intestinal tract, from 
developing into worms. TO PROVE THE 
MERIT AND WONDERFUL EFFECTIVE- 
NESS OF EMULSION TO YOUR OWN 
SATISFACTION, you need only to obtain a 
can of it and make a comparative test as ex- 
plained on page 13 of the booklet, 
Sense vs. Worms’’ 
Prices: Qt. $1.00; Gal. $3.00; 5-gal. Keg $12.50 
Delivered anywhere in the U. S. only. 

Write for Booklet, ‘‘Common Sense vs. Worms,” 


IT’S FREE — NO CHARGE 


Dealers Terms 


41 Merchants Building, St. Louis, Mo. 
41 Montgomery St., San Francisco, Cal. 
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Dealer Gives Free Poultry Service 


Gets Business Response 


I. K. Mayr, Beaver Dam, Wis., Keeps Expert Poultryman Among Farmers 
He Culls Their Flocks, Cures Diseases, And Offers Valuable Advice 


GS has been shouted hoarse’ 


and advertised inkworn by would 
be business men, and they have 
wondered why it did not bring results. 

But I. K. Mayr, a feed dealer at 
Beaver Dam, Wis., is doing much and 
saying little, and business is beating 
a path to his door. 

Serves Poultry Owners 

He has engaged an expert poultry- 
man who visits the farmers, culls their 
hens, cures their flocks of diseases, sug- 
gests mashes and rations, assists in 
laying out plans for poultry houses, 
and who is always willing to give ad- 
vice and lend a hand to help scelve 
the hundred and one problems which 
confront the average chicken man in 
the rural territory. The service plan 
is simple and can be conducted by any 
dealer who wants extra profits to come 
his way. 

Mr. Mayr, first of all, considered the 
necessity of engaging a man who 
“knew his poultry,” to conduct the 
service for him. He obtained L. H. 
Kelly, formerly of the Wisconsin De- 
partment of Markets. Mr. Kelly, pre- 
vious to his position with Mr. Mayr, 
was state hatchery inspector. He spe- 
cialized in poultry at Beloit College 
and the University of Wisconsin, and 
is a man of wide experience. 

Farmers Eager for Help 

The idea of the poultry service plan 
originally was to call upon farmers, 
acquaint them with the idea, and then 
inspect their flocks or give free as- 
sistance and advice if they desired it. 
But within a few weeks after the plan 
was started unsolicited calls continued 
to come in, and now the service de- 
partment is kept busy in response to 
them. The ninth week after the ex- 
pert poultryman had joined the staff, 
he had 15 calls to start with on a Mon- 
day morning. 

Inspection of the flock is the first 
step taken when Mr. Kelly calls on a 
poultry owner. In his service work 
he discovered that practically every 
flock in the territory was infected with 
worms. One of the birds is dissected 
in each case and the farmer is allowed 
to observe the affected parts, convinc- 
ing him that the birds need: attention. 


By Emil J. Blacsky 


Of THE FEED BAG Editorial Staff 


Barnes Emulsion, a worm remedy 
distributed by the Dreyer Commission 
Co.. St. Louis, Mo., which is sold by 
the Mayr feed store, is recommended 
and if the farmer consents, treatment 
of the flock is begun at once. Visits 


Mayr’s Seed and Feed Store, Beaver Dam] 


are made by the service man at regu- 
lar intervals to check up on the pro- 
gress which the birds are making. Out 
of 135 flocks which were treated, 100 
per cent results were obtained, and the 
farmers in every case were so well 
pleased with the service and the suc- 
cess of the cure that they were thor- 
cughly sold on the free service idea. 

After the flocks are built up the serv- 
ice man culls the poor birds, and sug- 
gests the number of hens that the 
farmer should retain for the greatest 
profit. All of the culled birds are pur- 
chased by Mr. Mayr, another feature 
of the service which is appreciated by 
the farmer. 

Builds Poultry Feed Sales 

Then the service man follows up 
his work by advising the farmer to 
feed a balanced ration to get the larg- 
est amount of egg production. He 
makes no sales effort, but in nine cases 
out of ten the poultry owner becomes 
a customer of the Mayr feed store, 
buying all of his poultry ration from 
the firm. Out of the 135 calls made in 
which service was given, 120 of the 
farmers responded with business for 
the store. The average customer is 
now buying over one ton of poultry 
feed a month from Mayr’s. 

If the poultry owner desires addi- 
tional help and advice, it is willingly 
given. A large number of farmers fol- 
lowed the suggestions of the service 
man in planning their new poultry 
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buildings or remodeling the old. 
The Feed Bag Investigates 

The Mayr’s service man and The 
Feed Bag representative recently 
called on one of the poultrymen who 
had availed himself of the free serv- 
ice. The'man is John Warzinski, who 
is located about one and a half miles 
cut of Beaver Dam. When the service 
man called on him he discovered that 
his hens were badly infected with 
worms. The Barnes Emulsion treat- 
ment was prescribed and used. With- 
in four weeks the flock had been built 
up, and now the owner is proudly dis- 
playing over 400 alert, vigorous hens 
to his visitors. He is a booster for 
Mayr’s feed store, buys all of his need- 
ed supplies from the firm, and is mak- 
ing a success of his venture which was 
headed toward failure before the visit 
of the service man. 

“Tomorrow, I guess I’m going down 
town to buy some of Mayr’s feeders,” 
he said, as he showed his newly re- 
modelled poultry house, equipped en- 
tirely to the service man’s specifica- 
tions. 

And this man expressed the senti- 
ments of many toward the store, a 
feeling of good will created directly 
by the service plan. 

Service Sold Itself 

Mr. Mayr did not shout himself 
hoarse over the free poultry service, 
nor did he wear out the ink in boast- 
ing. However, he used his window 
displays effectively, and urged farmers 
to take advantage of the free poultry 
services through his home town paper. 

One window display which attracted 
attention and which linked up the serv- 
ice work with the store was a showing 
of two hens, one an ill specimen of a 
chicken and the other a live, healthy, 
laying hen. The fowls were placed in 
opposite corners of a wire enclosure. 
Above the sick hen a placard an- 
nounced, “This Hen Was Fed on Free 
Range”, and the healthy, egg produc- 
ing bird was captioned, “This Hen Fed 
on Mayr’s Mash.” 

Another link-up stunt which proved 
effective was an egg contest. Many 
farmers entered in competition for the 
best dozen of eggs, and the prize selec- 
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Poultrymen Want 


PILOT BRAND 
Oyster Shell-Flake 


Because— 


It’s the best Crushed 
Oyster Shell Packed. 


You Want 


PILOT BRAND 
Oyster Shell-Flake 


Because— 


You want to give the 
Poultrymen what they 
want, and 


Because— 


It’s the advertised brand 
and it’s a sure repeater. 


OYSTER SHELL 
FLAKE 


FOR POULTRY 
OYSTER SHELL PRODUCTS 
CORPORATION 
Shell Building, St. Louis, Mo. 


tion was displayed 
in the Mayr feed 
store window. 
The farmers were 
awarded prizes in 
poultry feeds. The 
contest created in- 
terest in the store 
and helped to ad- 
vertise the poultry 
feeds and service 
plan. 

Mr. Mayr extends the service free to 
farmers within a radius of 50 miles, 
whether they are his customers or not. 

And wherein are his profits? 

A few results obtained directly 
through the poultry service, as told by 
Mr. Mayr, will explain. 

Mayr Obtained Results 

Two weeks after the plan was started 
the Mayr feed store was unable to keep 
up manufacturing mash. 

Two months have passed since the 
expert service man was engaged, and 
now he is kept busy going out on un- 
solicited calls which come in over the 
telephone. 

When Mr. Mayr started in the feed 
business at Beaver Dam three years 
ago he sold six carloads of poultry 
feed. This year he has already sold 
sixteen carloads and expects. the 
amount to exceed 20 by December 31. 


I. H. Kelly 


SPRINGFIELD 
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He recently installed additional 
machinery, and remodelled his elevator 
to take care of increased business. 

He has gained over 50 new custom- 
ers. 

The service plan is only in its in- 
fancy, and its possibilities are unlim- 
ited. 

As a builder of good will, and a busi- 
ness getter it cannot be beat. 

To the dealer contemplating adopt- 
ing the plan, Mr. Mayr offers a few 
suggestions. He declares that a dealer 
must first understand poultry himself 
so that he may talk intelligently about 
it to his customers to get their con- 
fidence. This knowledge may be 
gained, he says, by holding district 
meetings and engaging expert poultry- 
men to talk. 

He declares that many farmers in 
every dealer’s territory are feeding 
home-made mashes which are unprofit- 
able to them, and that it is the duty of 
the dealer to show his customers how 
to get greater egg production from an 
expertly prepared ration. 

He further states that a dealer’s pro- 
duct can never receive a fair trial in 
a flock of hens that is handicapped by 
disease, and that if poultry feeds are to 
receive meritorious mention among 
customers and sell continually, they 
must be fed to healthy flocks. 


MINNESOTA 


BRAND 
4 
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Feed Dealer Competitors Friendly 
At Neillsville Meeting 


Protest Against Increase In Rates Sent Northern States Power Co. 
Chairman Lyons And Secretary Dins Plan Next Session For Colby 


ITH an intimate co-operative 

\ \ spirit prevailing, approximate- 

ly two dozen feed dealers 
gathered at the Merchants’ hotel, 
Neillsville, Wis., October 12, and dis- 
cussed their local problems. The event 
was.the first this fall of a series of dis- 
trict meetings which are being con- 
ducted by the Central Retail Feed As- 
sociation. J. L. Kleckner, president 
of the association, presided. 

A letter of protest was sent to the 
Northern States Power Co. for the 
purpose of expressing opposition 
against the proposed increase in elec- 
tric rates. It was signed by all dealers 
interested following a discussion on the 
matter at the meeting. The power 
company recently announced that an 
increase in the demand charge was to 
become effective in the near future. 
Many mills in the Neillsville district 
are powered by electricity from the 
company’s line, and a raise in rates 
would add considerably to overhead 
expenses. 

Permanent organization of the Neills- 
ville District Feed Déalers’ Club was 
completed with the election of J. E. 
Lyons, of J. E. Lyons & Co., Colby, 
Wis., as chairman and Albert Dins, of 
Wiersig & Dins, Colby, Wis., as sec- 
retary. The next meeting of the Neills- 
ville District Feed Dealers’ Club will 
be held at Colby, with Mr. Lyons and 
Mr. Dins in charge of the arrange- 
ments. 

Mr. Kleckner appealed to the deal- 
ers for 100 per cent membership in 
the association and everyone present, 
.who was not already a member, signed 
an application and paid his dues for 
1928, a testimony of the interest shown 
in the organization after the dealers 
became acquainted with its purpose. 

F. Kern, of the Sparta Produce 
Exch., Sparta, Wis., acting secretary of 
the Neillsville gathering, expresses the 
spirit which existed at the meeting, in 
a letter: 

“The harmony that prevailed,’ he 
writes, “ among a group of feed dealer 
competitors, at this meeting, the for- 
getting every grievance one might have 
felt toward another in his town or his 
district attests to the immeasurable 
value of such meetings where price cut- 
ting, credits, feed grinding prices, and 


many other matters that are wiped out 


through better acquaintance, a hearty 
handshake and a good dinner. <A 
dealer ‘earns that after all, his com- 
petitor is a ‘white man’, like himself, 
and that he is a real human being.” 

The meeting came to order following 
a dinner which was served at 7 p. m. 
Directors of the Central Retail Feed 
Association met in the afternoon pre- 
ceding the district gathering and after 
disposing of routine matters, voted to 
hold the next group meeting at Wau- 
sau, Wis. 

The following persons were included 
among those in attendance at the or- 
ganization meeting of the Neillsville 
District Feed Dealers’ Club: 

Albert Dins, Wiersig & Dins, Colby, 
Wis.; Paul Glowacki, Thorp Produce 
Co., Thorp, Wis.; F. Kern, Sparta Pro- 


Southern Feed 


duce Exchange, Sparta, Wis.; A. J. 


Kleckner, E. C. Kleckner and J. L. 
Kleckner, Kleckner Elevator Co., 
Neillsville, Wis.; Fred Larson, Farm- 


ers’ Co-operative Co., Spencer, Wis.; 
J. E. Lyons, J. E. Lyons & Co., Colby, 
Wis.; D. W. McKercher, McKercher 
Milling Co., Wisconsin Rapids, Wis.; 
Sophus Neilson, Citizens’ Co-operative 
Milling Co., Thorp, Wis.; Geo. A. 
Schlegel, Athens Co-op. Produce Co., 
Athens, Wis.; Lloyd Spry and W. J. 
Spry, W. J. Spry & Sons, Granton, 
Wis.; O. W. Schwengarth, Bruley EI- 
evator Co., Neillsville, Wis.; A. X. 
Umhoefer, Colby, Wis.; B. A. Winn, 
Granton, Wis.; W. Wiersig, Wiersig 
& Dins, Colby, Wis.; A. R. Warnke, 
Greenwood, Wis.; John W. Arends, 
Greedwood, Wis. 


Manufacturers 


Hold Successful Convention 


HERE was something doing be- 

i low the Mason and Dixon line 

in the feed trade, October 17, 
18 and 19, when members of the South- 
ern Mixed Feed Manufacturers’ Asso- 
ciation gathered at Memphis, Tenn., for 
the second annual convention. About 
100 manufacturers and guests were 
present. 

G. G. Keith, Nashville, Tenn., was 
elected president and A. T. Penning- 
ton, Memphis, vice president. E. P. 
MacNicol, Memphis, will continue as 
secretary. 

Interest among those attending was 
shown toward the National Dairy show 
which was in session during the same 
time the convention was held and Mon- 
day afternoon of the event was de- 
voted to visiting the dairy displays. 

The convention opened Monday 
morning with an address by J. B. Ed- 
gar, president. Reports of the secre- 
tary and treasurer were read, and H. 
J. Schlafly gave an interesting talk on 
“The Cost of Doing Business”. 

Tuesday’s session opened with a talk 
on “Safe-Guarding of Fire Hazards in 
Feed Plants,” by F. B. Quackenboss, 
Nashville, chief of the Tennessee In- 
spection Bureau. 

He urged mill owners to keep their 
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mills and elevators clean; to see that 
those things which are known to cause 
fires are safeguarded to the fullest ex- 
tent; to provide to the fullest extent 
ot their ability protective safeguards, 
chief of which is the automatic sprink- 
ler system; to maintain their plants so 
that only the accidental hazards are 
to be feared and to provide protection 
against these. 

He stated that each industry creates 
its Own insurance market and within 
basic limits its own insurance costs, 
and that a class of industry possessed 
of a high burning frequency and a con- 
sequent large loss must necessarily ex- 
pect a corresponding unwillingness of 
underwriters to assume its risk, even 
at high rates. 

Following the inspector’s talk, the 
members discussed various problems 
prevalent in the feed industry. 

Tuesday afternoon was devoted to 
entertainment. The feed manufacturers 
held a golf tournament at the Colonial 
Country Club, and some envious scores 
were made. At the banquet held Tues- 
day evening, the retiring president, Mr. 
Edgar, was presented with a golf bag 
in token of his able leadership of the 
organization since its beginning two 
years ago. Prizes won at the tourna- 
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ment by contenders were handed out 
by Secretary MacNicol. 

An executive session, committee re- 
ports and the election of officers con- 
cluded the convention. 

A revision of the by-laws was made 
at the executive session, permitting as- 
sociate members to join the associa- 
tion, and several immediately signed 
application blanks. 

Future plans of the Southern Mixed 
Feed Manufacturers’ Assn., were out- 
lined by Secretary MacNicol: 

“This year the association will con- 
cern itself,” he said, “not only with ef- 
forts to broaden its scope through in- 
creased membership, but it will iron 
out some matters involving feed reg- 
istration regulations, costs, unethical 
practices; and it shall attempt to es- 
tablish an even closer spirit of co-op- 
eration between the manufacturer and 
the feeder, in addition to a more inten- 
sive educational campaign through’ 
trade journals, the radio, and other 
mediums.” 

Many manufacturers from distant 
points attended the convention, evid- 
ence of the interest which is shown 
in the organization. The officials and 
members and guests attending agreed 
that the event was a success. 


BUNYAN ELEVATOR, Cosmos, 
Minn., was destroyed by fire recently, 
with an estimated loss of $10,000. 


PETER EISEL, Griswold, Ia., has 
installed a new hammer mill type feed 
mill. 


SHAW & TRUSDELL CO., Brook- 
lyn, N. Y., are installing an excep- 
tionally large cracked corn separator, 
which speaks volumes regarding their 
optimism in view of late fall and win- 
ter business. 


FARMERS’ FEED & SEED CO., 
Ridgeland, Wis., has been incorporated 
with a capital of 400 shares, par $25.00 
each. The incorporators are W. F. 
Graves, J. H. Baland, and J. C. Lentz. 


C. R. McCLUNG, Menomonie, Wis., 
has been added to the sales force of 
the Wisconsin Milling Co., and will 
sell that company’s products through- 
out that part of the state. 


HENRY J. DEUSTER, Green Bay, 
Wis., an old resident and well-known 
miller, died October 11, following a 
ten day illness of pneumonia. 


HUNTING ELEVATOR CO., Ar- 
mour, S. D., has rented the former 
Wait & Dana elevator and will oper- 
ate it. 
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BREAD 


(Reprinted from ‘‘Wheat to Flour’’"—King Midas Mill Co.) 


Some labor gathers to itself a light: 

This I have found where women, making bread, 
Perform anew an ancient, simple rite 

That men and little children may be fed. 
Something about the handlings of white flour 

Is beautiful: the thought of sun on wheat— 

The shining silver of a quick, late shower— 

A great mill glimmering through the harvest heat— 
And old as time —a fadeless picture still: 

The gold of grain crushed fine beneath a stone— 
Two women grinding at an ancient mill, 

And one is taken — one is left alone — 

Oh, always, somewhere — women have made bread 
That men and little children might be fed. 


—Grace Noll Crowell. 


“Wheat To Flour” Explained 
In King Midas Booklet 


ers have always wanted to obtain 
is contained in a booklet entitled 
“Wheat to Flour’, issued by the King 
Midas Mill Co., Minneapolis, Minn. 
More than 30 pages of this publica- 
tion are devoted to telling a brief story 
of wheat production, wheat marketing 
and wheat milling. The booklet was 
written and edited by Henry E. Kuehn 
oi the King Midas organization. 
Great Progress in Industry 
Progress made in the converting of 
wheat into flour since primitive ages 
is summarized in the introduction. 
“The methods of planting, harvest- 
ing and converting wheat into flour 
have been vastly changed since’ primi- 
tive times,” the booklet relates. “Prim- 
itive man cultivated his land by hand 
with the little assistance afforded by 
the crude implements of the time. The 
harvesting of wheat was also a cum- 
bersome and laborious task. The an- 
cients converted wheat into flour by 
the simplest and crudest devices, such 
as pulverizing the wheat with a mallet, 
or crushing the wheat between stones. 
When grinding in larger quantities 
was desired, the size of the stones was 
increased and animals, wind or water 
were used for motive power. During 
the many centuries which have since 
elapsed, man’s resourceful mind has 
gradually evolved. new methods for 
grinding wheat into flour, until the 
modern flour mill of today embodies 
all man has learned about the milling 
of wheat.” 
Peculiarity of “King Wheat” 
The booklet further relates 


that 
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wheat has one element which is lack- 
ing in all other grains: : 

“There is one extremely important 
point to remember in connection with 
the study of wheat, and one which 
cannot be too greatly emphasized, 
namely, that wheat is the only grain 
which contains gluten. It is this ele- 
ment, gluten, which distinguishes 
wheat from all other cereals, and 
makes wheat superior in food value as 
well as money value to all other grains. 
The gluten in wheat especially adapts 
it to bread making and because of this 
distinctive quality, wheat possesses the 
title ‘King Wheat’.” 

In the booklet’s pages the five prin- 
cipal classes of wheat are enumerated 
and illustrations show where each va- 
riety is grown, and in what propor- 
tions. Important growing conditions 
of wheat, crop reporting, wheat plant- 
ing, harvesting, threshing, marketing, 
testing in the mills, binning, milling, 
and a paragraph on: by-products are 
among the other features contained in 
the booklet. It is an interesting and 
complete account in detail of the pro- 
cesses through which wheat must go 
before it is adapted for making bread. 

“Wheat to Flour” may be obtained 
by writing to the King Midas Mill Co., 
Minneapolis, Minn., and asking for a 
copy. 


EMIL ANDERHOLM DIES 
Emil Anderholm, Clear Lake, Wis., 
one of the owners of the Anderholm 
Bros.’ elevator, was killed when the 
truck he was driving was struck by 
a train near Joel, Wis. 


bd 


Prepared by the Minneapolis branch 
office Hay, Feed and Seed Division, 
Bureau of Agricultural Economics. 


HE wheat mill feed market has 

i been holding dull and easy for 

the past several weeks. How- 
ever, during the last day or two the 
demand has picked up somewhat and 
with mill offerings rather light slightly 
higher quotations were instituted. 

The principal demand for some time 
past has been centered in mixed car- 
load lots, but during the last few days 
feed manufacturers and jobbers again 
were inquirers on some straight car- 
load business. Country dealers for the 
most part, however, continued to take 
on their requirements entirely in mixed 
cars, and the consuming areas in the 
ccuntry are showing absolutely no 
tendency to contract ahead. 

Moderate amounts of mill feeds have 
recently filtered into storage but the 
total quantity is very small. Stocks 
at the western head of the lakes espec- 


ially are limited and contrary to the 
usual custom there is very little feed 
holding in store waiting to go down 
the lakes before the close of naviga- 
tion. 

The demand that did come in during 
the last few days, although only of a 
limited and scattered nature, was suf- 
ficient to firm up the market immed- 
iately, reflecting the fact that reserve 
stocks of feed are light and mill offer- 
ings small. 

The heavy feeds continue to rule 
weaker than bran and middlings.. Flour 
middlings have been holding fairly 
steady but red dog market is weak. 
Quotations on red dog, however, run 
in a wide range, all dependent upon 
how badly individual mills are pressed 
to make sales. 

The linseed oil market is holding 
barely steady. Northwestern produc- 
tion is large and offerings? are liberal. 
Mills booked a considerable volume of 
meal some time ago around the $44.50 


mark and crushers have been inclined 
to hold their quotations firm ever since. 
However, jobbers are inclined to shade 
the market slightly in an effort to se- 
cure immediate shipping directions, as 
mills complain that directions on pre- 
vious contracts are not as prompt as 
they should be. 

Cottonseed meal prices have recent- 
ly declined slightly from their high 
point. The demand is rather scattered, 
but mills are not pressing their offer- 
ings. Gluten feed and meal market 
has been holding steady for some time. 
Re-sellers and one or two of the manu- 
facturers have recently offered imme- 
diate shipment meal at slightly under 
the general asking price, but the mar- 
ket as a whole rules firm. Hominy 
feed has been in a steady decline for 
the past several weeks, due to the 
weakness in the corn market. How- 
ever, the firmer tone in corn during the 
last few days and a slight improvement 
in the demand has had a tendency to 


REPEAT ORDERS 


De Luxe 
‘Eureka’ No. 1-B Corn Cutter 
(8000—10000 Lbs. Capacity) 


other superiorities. 


SILVER CREEK, N. Y. 


An example of our New Cutter’s 
popularity: Mr. Walter Nowak of Nowak 
Milling Corp'n., Hammond, Ind., ordered 
a No. 1-B Improved “Eureka” Corn Cutter 
with direct connected Magnetic Separator 
which was shipped early in August. 


“Two More Cutters” 


Were ordered Long Distance ‘phone on Sept. 14th. That's the re- 
ception these new “Eureka’s” are getting---because of Accessibility, 


LARGE AREA ONE PIECE SCREEN, Timken Bearings and many 


ASK FOR PHOTOS--SERIES F 


S. HOWES CO., INC. 


European Branch: 64 MARK LANE, LONDON, ENG. 
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allow the market to regain some of 
its steadiness at the lower levels. 

Feeds today, November 1, for prompt 
shipment, are quoted in straight car- 
load lots, f. o. b. Minneapolis as fol- 
lows: Standard bran, $25.50 to $26.00; 
pure bran, $26.00 to $26.50; standard 
middlings, $26.00 to $26.50; flour mid- 
dlings, $30.50 to $32.00; red dog, $35.00 
to $38.00; linseed meal, 34 per cent, 
$46.00. 


F. C. GARDNER, with the New- 
some Feed & Grain Co., 14 years, is 
now associated with the Champion 
Feed & Grain Co., Clinton, Ia. 


A. G. DAHL has been appointed 
manager of the Farmers’ Co-operative 
Elevator, Dawson, Minn. 


Bigger Profits 
By Making 


Poultry 
Mashes 


our present volume of 


The above exhibit featured at the 
Northern Wisconsin State Fair, by the 
Wisconsin Milling Co., recently won 
first prize. 

Good advertising is received from 
the display, the firm believes, and the 
practice of maintaining a booth at the 
fair has been followed for many years. 

A bread contest for housewives is 
conducted in connection with the ex- 
hibit each year, and the contestants 
use Mill Rose flour, manufactured by 
the firm. Prizes are awarded to the 
winners. 


“This contest,” says F. C. Meyer, 
sales manager, “creates a wide interest 
among housewives of this community, 
as many of the loaves are of such good 
quality and appearance that the judges 
sometimes find it difficult to award 
prizes, the competition being so ex- 
tremely close.” 

Feeds manufactured by the company 
are also displayed in the exhibit, and 
many dairymen who come to the fair 
are interested in the mill’s products 
each year through the neatly arranged 
showing. 


business may be satis- inela(e(elate(uta(e/ale(e[atelate(elate(elafelatelela(a(e(uls|s(e(elate(a{e(ela(e(elale(e{alelatetelate(ela 
factory, but what about 00 als 
profits ) Ee Get Parks’ Direct Mill Contracts as 

An ale 
Take the first steps to BIG- ® BA ANYTHING IN THE FEED LINE -= 
GER PROFITS by making oO OO 
your own feeds and poultry BO Millfeeds Dried Butter Milk Powdered Skim Milk 2S 
nn On 
mashes. oo Cottonseed Meal _— Linseed Meal Bone Meal 
_ We will send you complete 5 Oyster Shells Screenings Coarse Grains als 
information, showing how 
hundreds of mills and eleva- J. P, ARKS, Broker 
by making Direct Manufacturers Representative oOo 
HEIR OWN mashes, and oo 400-401 New England Bldg. KANSAS CITY, MO. BE 
using our free dealers’ service. oo ale 
Further information free on oooooooooooooooooooooDoooooooooooo0o000000000000ud02d2du20020000 

THE + WHEAT ‘SCREENINGS CORN 
DIVISION IV Hiawatha Grain Company 
+o MINNEAPOLIS, MINN. 
Attach This Coupon to One of 
Your Letter Heads NOW ! ‘*FOR BETTER SER VICE’’ 
- (We Own And Operate A Mill And Elevator) + 
THE JERSEE CO., Minneapolis, Minn. z + 
Aibianeiatiaiin + SPECIALIZING IN ALL TYPES OF SCREENINGS + 
Send at once further information + (GROUND AND UNGROUND) + 
regarding the mixing of Poultry Mashes. + "A 
+ a, Get Our Samples and Prices me 
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Record Feed Dealers Meeting 
Held At Wausau 


(Continued from Page Sixteen) 
members and some of them solicit the 
manufacturers for financial help in car- 
rying on work, but despite this fact 
the Central Retail Feed Association is 
the only one which has never run into 
debt and always maintains a good bal- 
ance at the bank.” 

Cash Basis Discussed 

S. A. LaViolette, manager of the 
Northern Milling Co., at Clintonville, 
discussed “Feed Business on a Cash 
Basis.” Mr. LaViolette was one of 
the pioneer members of the association 
as manager of the Oconto Milling Co., 
Oconto. He changed the business at 
Oconto from a credit to a cash basis 
on January 1, 1927, and was very much 
discouraged the first couple weeks of 
his trial. He remained firm in his re- 
solve, however, and business picked up 
so that during the first three months, 
under the new plan, he increased his 
sales volume $6,500.00 over any previ- 
ous three months’ period, charges and 
cash counted together. “Farmers 
liked the plan after they became ac- 
quainted with it,” Mr. LaViolette said, 
“as it helped them to know where they 
stood.” 

Following Mr. LaViolette, President 
Kleckner called on Mr. A. J. Kujawa, 
Rudolph, for a few remarks. Mr. Ku- 
jawa said that he was glad to see the 
steady increase in the number of retail 
feed firms selling on a strictly cash 
basis, and predicted that as time went 
on, only the professional dead-beats 
would be left for the credit dealers. 
“A farmer’s promise to pay,” he said, 
“is usually a promise to renew. I once 
had a note renewed 26 times, twice 
each year for 13 years and then the 
farmer wanted to renew it a twenty- 
seventh time. I absolutely refused in 
this case and the farmer produced the 
money. I like the cash basis, and so 
would vou. At the end of each day 
you either have kept your merchan- 
dise or you have cash for it in the till. 
There is no guess work about it.” 

Cost of Feed Grinding 
’ President Kleckner spoke on “The 
Cost of Feed Grinding.” He expressed 
the belief that grinding is almost an 
integral part of the business of every 
retail feed dealer. Mr. Kleckner oper- 
ates a 22 inch attrition mill at Neills- 
ville and his power cost in 1926 was 
$1,550.00. His revenue from grist was 
$2,652.00 and from corn and oats 
$1,300.00, making a total of $3,952.00. 
He figured his power cost at 234 cents 


per sack and said that due to a large 
volume of grinding, he was making a 
profit on it. One of his neighbor deal- 
ers, he said, figured his power cost at 
9 cents a sack during the month of 
July, when he had a small volume but 
the same demand power charge as dur- 
ing the winter. There was consider- 
able interest in the discussion of power 
costs which followed President Kleck- 
ner’s address. 

A. W. Kieselhorst, Kieselhorst Grain 
Co., Bear Creek, said that he had a 
high power rate and finally solved his 
problem by installing a Buckeye Diesel 
engine. Mr. Kieselhorst charges 12 
cents per hundred for grinding as based 
on the weight of the grain when the 
farmer dumps it into a hopper scale. 
In three months of this year, February 
to May, he ground 544 tons, using only 
$90.00 worth of oil. He estimates that 
electricity for the same amount of 
grinding would cost him $510.00. His 
power charge in 1926 was $1,545.00, 
and his estimated expenditure for oil 
this year will be $310.00. His saving 
in power costs for oil as compared 
with electricity, Mr. Kieselhorst said, 
was more than $125 per month and ap- 
plying this toward the cost of his en- 
gine, he figures that the installation is 
costing him absolutely nothing. Mr. 
Kieselhorst reported that he has no 
trouble starting the engine and that 
although he runs it all day in the win- 
ter, he starts it up about four different 
times on slack days. 


What Is Charged for Grinding? 

H. H. Humphrey of the Northern 
Milling Co., Wausau, reported that his 
firm operates several grinders at its 
stations, quoting statistics to show that 
they just about broke even at a 12 
cent rate but would make a little profit 
at a rate of 15 cents per hundred. At 
one small station, he said they took in 
$561.00 for grinding and paid out 
$337.00 for power in one year. At a 
larger station they took in $2,700.00 
cne year, and after figuring all over- 
head, made a profit of $279.00. He 
asked if the dealers present would give 
an idea of what their grinding charges 
were, following which seven said they 
charged 15 cents per hundred, nine 12 
cents, and eight 10 cents. 

C. S. Dernbach interposed an inter- 
esting side light on the discussion when 
he said that although he did not do 
any grinding, he became acquainted 
with some grinding problems when 
farmers came into his place searching 
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Meeting Notice 


HREE district feed deal- 
I ers’ meetings to be held 
under the auspices of the 
Central Retail Feed Association 
during November were planned 
at the executive committee meet- 
ing at the Wausau Hotel, Wau- 
sau, Wis., Friday afternoon, Oc- 
tober 28. The first meeting will 
be held at Tomah, Wis., Thurs- 
day, November 10; the second at 
Fond du Lac, Thursday, Novem- 
ber 17 and the third at Madison, 
Tuesday, November 22. 
Members of the executive com- 
mittee present at Wausau were 
J. L. Kleckner, Kleckner Eleva- 
tor Co., Neillsville, Wis., presi- 
dent; George A. Schlegel, Athens 
Co-op. Produce Co., Athens, 
Wis., vice-president; F. Kern, 
Sparta Produce Exchange, Spar- 
ta, Wis., and D. W. McKercher, 
McKercher Milling Co., Wiscon- 
sin Rapids, Wis., directors, and 
David K. Steenbergh, Milwau- 
kee, Wis., secretary. James H. 
Vint, Commissioner of Markets, 
Madison, Wis., and M. A. Josh- 
el, M. A. Joshel & Bros., Geneva, 
IlL, directors, were not present. 


for second hand bags. He said that 
many of the farmers were careful to 
pick out the biggest bags and figured 
that it was because some dealers do 
grinding charged by the bag rather 
than by the hundred. In response to 
this question, 20 dealers said they 
charged by weight and 5 admitted 
charging by the bag. 
Holding Down the Credit 

Director F. Kern, manager of the 
Sparta Produce Exchange, Sparta, 
made one of the most interesting ad- 
dresses at the meeting, discussing his 
favorite subject, “Holding Down the 
Credit”. “The Sparta Produce Ex- 
change,” Mr. Kern said, “will trust 
anybody worthy of credit but we find 
cut whether they are worthy before 
we allow it. If a man is going to be 
offended by investigation it is a good 
idea to offend him before he gets into 
you. On August 15, the day we make 
out our monthly statements, as farmers 
get their cream checks on the twen- 
tieth, we had $18,400.00 on the books, 
of which by the end of the month we 
had collected $17,000.00. We have a 
rule that all charges must be paid in 
full each 30 days and credit is auto- 
matically cut off from all who do not 
meet our terms. Using this system and 
watching it closely. I have lost less 
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Boost The Feed Bag To Firms You Do Business With 


oO 
Dairy Ration 
atio 
iry = 
20% PROTEIN ate 
oo 
== HAS STOOD THE TEST 
ea Dairymen who are using this feed recom- [8 
oo mend it highly, and we guarantee it to in- a. 
sis crease the milk flow. rata 
oo No Screenings or Oat a, ae 
ue used in its manufacture. oo 
oo WRITE FOR SAMPLES AND PRICE. ae 
WISCONSIN MILLING COMPANY 
WISCONSIN 
000000 


Buy 
PURITAN 


The Genuine Live Reef 


CRUSHED OYSTER SHELL FOR POULTRY 
Packed in new 100 lb. burlap bags. 


CHICK, MEDIUM and COARSE Grades 


Quality and Service Unsurpassed 


All Goods Guaranteed 


The Crushed Oyster Shell Company 


BILOXI, MISS. 


BRAND 


MINCO- 


OIL MEAL 


YOUR TRADE WILL LIKE 


30% Protein 


? 


Straight or Mixed Cars--Quick Shipment 


KREAMO 


Sweet Dairy Feed 
16144% Protein 


WE HANDLE ALL KINDS OF MILL FEEDS— 
CORN AND OATS 


Write for Samples and Prices 


MINNESOTA FEED COMPANY 
MINNEAPOLIS, MINNESOTA 


JOIN OUR GANG OF SATISFIED FEED DEALERS 
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than $400.00 in bad accounts on a 
$2,000,000.00 business.” 

Mr. Kern explained the retail credit 
association of which he is secretary, 
which has cleaned all the dead-beats 
cut of Monroe county. The organiza- 
tion has approximately 125 members 
and from the experiences of all these 
members compiles a book giving the 
rating of every person in the county 
with reference to whether they have 
property and how they pay their bills. 
Mr. Kern suggested that the associa- 
tion could eventually organize a some- 
what similar system through which 
slow pay customers would be reported 
to the secretary and their names cir- 
culated to the membership. 

Burg Elected Chairman 

Permanent organization of the Wau- 
sau District Feed Dealers’ Club was 
completed, after a vote of thanks had 
been extended to H. H. Humphrey for 
his work which made a success of the 
present meeting. O. M. Burg, of the 
Cloverbelt Seedsman, Wausau, was 
elected chairman, and H. H. Humph- 
rey, secretary, of the group. It was 
decided. to have the next meeting at 
Wausau, Friday, December 2. 

The following retail feed dealers were 
present: 


Laurence Arentsen, Arentsen Elevator Co., 
Aniwa; George A. Schlegel, Athens Co-op. Produce 
Co., Athens; C. L. Raisler. Bear Creek Merc. Co., 
Bear Creek; A. W. Kieselhorst, Kieselhorst Grain 
Co., Bear Creek: Louis Springer, Big Falls; Calvin 
P. Clark and C. H. Parduhn, Northern Milling 
Co., Birnamwood; P. G. Gatz and H. O. Weldon, 
Builders’ Service Co., Birnamwood; Lester Helms, 
Theo. Buettner, Caroline; S. A. LaViolette, North- 
ern Milling Co., Clintonville; Louis E. Dupre, 
Dancy Flour & Feed Store, Dancy. 

Wm. F. Artus, and Otto W. Sommers, Edgar 
Equity Produce Co., Edgar; Gus Norbohm, Elder- 
on; L. W. Larson, Roepke Merc. Co., Eland; T. H. 
Buntrock, Farmers Milling Co., Embarrass; Paul 
Rajek, Marathon Elevator, Marathon; Philip 
M . M umber & Supply Co., Mara- 
thon; Edward A. Sipple, Marathon Farmers 
Produce Co., Marathon; Edward Wiesman, 


Merril! Elevator Co., Merrill; Paul Gebert, ti: 
Lincoln Mill, Merrill; D. K. Steenbergh, e 
Feed Bag, Milwaukee. 

Frank Schock, Schock & Lindner, Mosinee; J. L. 
Kleckner, Kleckner Elevator Co., Neillsville; 
Alfred Prodell, Northern Milling Co., Oconto Falls; 
Louis F. Gumms, General Merchandise Store, 
Ringle; Fred I. Smith, Oneida Grain Co., Rhine- 
lander; E. Elkon, Rhinelander; O. LeKlem, Ro- 
sholt Co-op. Co., Rosho!t; M. S. Colrud, Rosholt; 

. K. Blonien, Rudolph Motor Co., Rudolph; 
rank Miller, Rudolph Mercantile Co., Rudolph; 
a” i Kujawa, The Kujawa Co., Rudolph. 
Ge Gueller, Northern Milling Co., Shawano; 
F. Kern, Sparta Produce Exchange, Sparta; 
Pagel, Pagel Milling Co., Stevens Point; J. R. 
Heim, Farmers Co-op. Produce Co., Stratford; 

. E. Baumgartner, Art A. Searl Co., Tomahawk; 
O. M. Burg, Cook and E. L. Whitmore, 
Whitmore & Burg, Wausau; C. Dodge, Cereal 
Mills Co., Wausau; H. H. Humphrey and W. J. C. 
Mueller, Northern Milling Co., Wausau; C. S. 
Dernbach, Wausau; D. W. McKercher 
Milling Co., Wisconsin Rapids; Arne Johnson, 
Johnson Merc. Co., Wittenberg. 


Manufacturers’ representatives and 


others present included: 


S. P. Hamilton, Northrup King & Co., Eau 
Claire; A. L. Stone, Wisconsin department of agri- 
culture, Madison; H. O. Fitch, Morton Salt bie 
Milwaukee; !.. A. Williams, Chapin & Co., Mil- 
waukee; P. J. Ladron, International Sugar Feed 
Co., Stratford; Jacob Hunter and Chas. Feather, 
Northern Milling Co., Wausau; H. O. Bass, 
McKercher Milling Co., Wisconsin Rapids. 


FARMERS’ ELEVATOR CO., 
Fosston, Minn., is building an addition 
te the west end of its elevator. 


, = orthern Milling C« Marior H A. Stuemke 
a 
4q 
; 


BEN W. DAVIS, of the Reitmann- 
Davis Mill Co., Galesville, Wis., was 
a recent caller in Milwaukee. 


CHRISTIAN BREISCH CO., Lan- 
sing, Mich., is erecting an elevator at 
Oakley, Mich. 


FARMERS’ ELEVATOR & FEED 
MILL, Lyndale, Minn., was recently 
destroyed by fire. 


ARTHUR PAGEL, Almond, Wis., 
has sold his feed and grist mill to Mr, 
Engle. 


SPRINGFIELD MILLING CO. 
elevator, Springfield, Minn., was des- 
troyed by fire on October 21, with a 
loss estimated at $75,000. The eleva- 
tor contained 40,000 bushels of wheat, 
oats and barley. An adjoining con- 
crete elevator and the milling plant es- 
caped the fire without damage. 


BLANCHARDVILLE CO-OPER- 
ATIVE CO., Blanchardville, Wis., has 
transferred the feed mill equipment 
which they recently purchased from the 
Wisconsin Power & Light Co., to their 
own building on Olson street. 


IVER PEDERSON CO., Ettrick, 
Wis., general store and flour mill, 
closed since June, will be re-opened 
for business. 


MEECH GRAIN CO., Hartford, 
Conn., and subsidiary of Meech & 
Stoddard, Inc., Middletown, Conn., has 
bought the flour and feed business of 
C. A. Pease & Co., which has operated 
for many years at Hartford. 


WASHBURN-CROSBY CO., has 
completed plans for expansion of its 
Buffalo plant, and has filed a request 
with Buffalo City Council for permis- 
sion to construct two bridges over 
South Michigan avenue and two tun- 
nels under the street, joining their two 
plants. 


AH-SA-GA MILLS, INC., con- 
trolled by the Tioga-Empire mills, 
which is the recent combination of the 
Tioga Mill & Elevator Co., of Waver- 
ly, N. Y., and the Empire Grain and 
Elevator Co., of Binghamion, has been 
organized with the following officers: 
L. M. Wilson, president; A. C. Palmer, 
vice-president and H. W. Spencer, sec- 
retary and sales manager. This organ- 
ization will operate the Binghamton 
mill. Additional machinery is being in- 
stalled at the mill, for the manufacture 
of poultry and dairy feeds. A general 
line of grain, feed and flour also will 
be handled. 
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O 


oo 
DEALERS! 
oo oo 
oo Now is the time OD 
BO to stock the aia 
complete oo 
oo 

KEIPPER LINE OF 
POULTRY SUPPLIES. aia 
oo — 63 Second Street ale 
. : The New By-Pass Keipper Coal Brooder MILWAUKEE, WISCONSIN a 


Fire Prevention Service 


q Indemnity in various forms can be purchased almost any- 
where but fire prevention service is not necessarily included. 
The man with a going business knows that a fire loss is going 
to cost him over and above his insurance money. These 
consequential losses come out of his own pocket. 


@ Mutual Insurance includes fire prevention service. It is for 
the careful man who would avoid the losses incident to a fire 
and who wishes his insurance cost predicated on that basis. 


INDIANAPOLIS,IND. 


J. J. FITZGERALD, 
Secretary-Treasurer 
810 Guaranty Building 
INDIANAPOLIS, INDIANA 


C. R. McCOTTER, 
Western Mgr. and Asst. Secy. 
300 Keeline Building 

OMAHA, NEBRASKA 


=| 


4. HOUR SERVICE 
ON MIXED CARS 


We Carry the Stock 


MILL FEEDS, FLOUR, OIL MEAL, GLUTEN, COTTON 
SEED MEAL, HOMINY, CORN, OATS, OYSTER SHELLS, 
GRIT. In fact, everything in the feed line. 


POULTRY FEEDS, DAIRY FEEDS 
RED OAK DAIRY 20% 
RAPIDS DAIRY 16% 
We ship C. M. & St. P., C. & N. W. and Green Bay & Western 
WRITE OR WIRE FOR PRICES. 


MCKERCHER MILLING CO. 


WISCONSIN RAPIDS, WISCONSIN 
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Boost The Feed Bag To Firms You Do Business With 


When you handle 


MEAT SCRAPS 
For POULTRY 


PROTEIN So. 

rar 205 

CRUDE FIBRE 


‘OMPAN 


| 


2 
= 
> 
= 


wii 


z 


: 
FZ 


NCU 


Darling’s Meat Scraps, 
Tankage and Bone Meal : 
you are handling the best the a 
world produces--and it doesn’t O 


cost you one cent more than 


the other kind. 
Darling & Company 


Union Stock Yards, Chicago 


STATE DISTRIBUTORS 


LaBUDDE FEED & GRAIN CO. Milwaukee 


= WHEAT FEED 


— CRUDE PROTEIN 15.7% 
CRUDE FAT - - 4.6 
CRUDE FIBRE - - 


= Office 315 Corn Exchange 


Wheat Low Grade Flour, Red Dog, Middlings 


ST. PAUL, MINN. —— 


\ MINNEAPOLIS, MINN. A> 


Ee Queen Wheat Feed 


is NOT a manufactured 
feed but a Pure Wheat 
offal and consists of mill- 
run Low Grade Flour, 
Red Dog Middlings and 
Bran. 

Can furnish QUEEN in straight 
or mixed cars with CHERO- 


KEE PURE BRAN and CHE- 
ROKEE MIDDLINGS. 


We sell direct to dealers. Exclusive sale is given to one dealer in eaeh town. 


TO INSURE SUCCESS 


HANDLE 


BADGER BRAND 
Selected Seeds 


nd 


SEED CORN 


» 


THE LARGEST SELLER IN WISCONSIN 


<a 


MILWAUKEE 
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New Crop Dried Beet’ 
Pulp Available 


New crop dried beet pulp is again 
available in Minnesota and western 
Wisconsin. 

This feed is a milk prcducer and is 
essential for the health of the cow, as 
an aid to digestion, according to many 
feeding experts. 

The tendency of some feeds, it is 
said, is to form a compact dough-like 
mass in the stomach. Addition of 
dried beet pulp to a ration dissemin- 
ates the mass and allows the gastric 
juices to penetrate more easily, result- 
ing in easier digestion, a healthier cow, 
and consequently greater milk produc- 
tion. 

Dried beet pulp is a versatile feed. 
It is succulent when moistened, and 
can be used instead of all or a part 
of silage in the ration. It is bulky 
enough to replace hay, and it is palat- 
able and rich in nutriment, the quali- 
ties that enable a feeder to substitute 
it for grain. 

Three pounds a day is about the 
smallest quantity that should be used 
to obtain the best results from dairy 
cows. Some dairymen feed up to ten 
pounds daily. The amount to use is 
to be judged by the quantity of other 
feeds in the ration. 

Dried beet pulp is manufactured by 
the American Beet Sugar Co., and will 
be distributed for them in Minnesota 
and western Wisconsin by Maney 
Bros. Mill & Elevator Co., Minneapo- 
lis, Minn. 


FREDMAN BAG CO., Milwaukee, 
Wis., has purchased a three story brick 
building at E. Clybourn and Milwaukee 
streets and will remodel it at a cost 
of about $100,000. 


IGLEHART BROS. MILLING 
CO., Evansville, Ind., will have their 
new building ready for occupancy 
about November 15. 


| WHEN TRADING IN 


GRAIN FUTURES 


Ghe 


HADDEN GRAIN ‘IN CO. 
MILWAUKEE 
Serves the Best 
44 YEARS IN THE 


GRAIN TRADE 
at MILWAUKEE 


Phone 10 CHAMBER OF 
Broadway COMMERCE 
642 


(Ground Floor) 


100LBS. SS 
= 
| 
— 
SUEEN 
| 
/ > 
| 
| 
il | | 
| | 
| 
| 
i 
| | 
| 


CLASSIFIED 


Service department for our read- 
ers. Low Rates: 25c per line; 
minimum $1.00. 


MILL FOR SALE 
500 barrel mill at Grafton, North Dakota. 
Fully equipped; 2 elevators in connection; and 
ample storage buildings. Good supply of wheat 
at mill door. Write FRED M. HECTOR, 
Fargo, N. Dak. 


ELEVATOR—STORE—FARMS 

FOR SALE: Potato warehouse; cloverseed 
and feed warehouse; grain elevator, capacity 9 
cars; coal warehouse; grist mill with a brand 
new direct connected 50 h. p. Gruendler grinder. 
Also general merchandise store and 3 farms of 
528 acres. If anyone can use our elevator or 
general merchandise business or farms, we 
would be glad to hear from them. White 8. H. 
VAN GORDEN & SON, Alma Center, Wis. 


LYLE BOWEN, Hope, Minn., dep- 
uty sheriff of Steele county and a 
prominent feed dealer, was killed in 
his feed mill when his clothing caught 
in the drive belt and threw him against 
the elevator spout. 


AUGUST SHRLEK has purchased 
the Vanicky flour miil at Willow River, 
Minn. 


EDWARD DREY, Storm Lake, 
Ia., recently bought the George F. 
Steig interest in the Storm Lake Flour 
& Feed Store. 


MINNEAPOLIS 
STAY AT 


Che 
New Nicollet 
Hotel 


Mention The Feed Bag When Writing Advertisers 


MILLING PLANT 
FOR SALE 


Ideal location, at Charleston, W.Va. Four concrete elevators (50,000 
bu. capacity), 5-story concrete corn and feed mill and mixing plant, 
and 2-story large concrete warehouse---all are fireproof and were 
erected new in 1922. Also 2-story large brick warehouse and large 
adjoining vacant lot, suitable for erection of flour mill. Equipped 
with Nordyke and Marmon Co. machinery and equipment, for milling 
corn, cornmeal, corn and oat chop and all kinds of meal and special 
mixed feeds; also does a jobbing business in flour, hay, fruits and 
produce. N. Y. C. RR. siding; also shipping facilities with other 
railroads. Fee simple title to real estate. Purchase price can be 
financed. Write FRANK J. ALBERT, Exclusive Broker, Suite 1504 
New Buckeye Bldg., 42 E. Gay St., Columbus, Ohio. , 


COTTON SEED MEAL 


NUT AND PEA SIZE CAKE 
ALL GRADES 


Quoting spot and 
future shipments. If 
you are not getting 
our quotations we are 
both losing. Send 
name for market let- 
ters. 


Registered in All States 


MARIANNA SALES CO. 


MEMPHIS, TENN. 
Quality and Service Guaranteed 


OPPOSITE TOURIST BUREAU | 
ON WASHINGTON AVENUE | 


The Northwest's Finest Hotel 
600 ROOMS WITH BATH 
OR CONNECTING 
Every room an outside room 


Largest and Finest Ballroom in the 
Northwest 


257 Rooms at 
41 Rvoms at 


Suites and Special Rooms at 
$6.00 to $9.00 
MAIN DINING ROOM 
COFFEE SHOP 


Three Blocks from Both Depots. | 
Retail Center and Wholesale Center. |} 


W. B. CLARK, Manager 


R. L. HERRICK M. H. HERRICK 


HERRICK FEED COMPANY, INC. 


WHOLESALE 


Grain and Feed Shippers 


HARVARD, ILLINOIS 
PHONES 135 AND 118 


Excellent service, highly reliable; 

Quality paramount---that’s undeniable; 
Best of attention, prices agreeable; 

Our motto is: ‘“‘satisfaction unbeatable’’. 


100% FOR THE DEALERS 


R. L. HERRICK, Jr. J. M. HERRICK 
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Allis-Chalmers 
Vertical Grinder 
WITH 


ENCLOSED 
VENTILATED TYPE 
MOTOR 


Has all of the features of a double head at- 
trition mill in little space and at low cost. 


ALLIS-CHALMERS MFG. CO., Milwaukee, Wis. 


RELIABLE SERVICE! 


When in the Market for Straight or Mixed Cars 


MILLFEEDS OIL MEAL 
CRACKED CORN GROUND FEEDS 
GROUND GRAIN or FLAX SCREENINGS 
WHOLE or GROUND MILL OATS 
WHOLE or GROUND BARLEY 
FEED GRAINS 


GET IN TOUCH WITH 


THE HAERTEL-PHELPS COMPANY 


616 Corn Exchange Bldg. Minneapolis, Minnesota 


000000000000 770000000000 


oO 


Makes Hens Lay 


There is a “‘year round” market for this double purpose 
grit.{When hens are laying heavily in the fall and winter 
there is a big demand for Pearl Grit, because a 
laying hen must have lime with which to produce 
the proper 'texture of egg-shell. Heavy production 
of baby chicks in the spring produces a tre- 
mendous market for Pearl Grit. Every chick must have lime to_ build 
the body frame work. During the summer and fall growing birds need lime in 
order to make rapid gains. Pearl Grit is one of the cheapest and best products 
with which to provide the lime needed by all poultry every day of the year. 
MAKE THIS A SOURCE OF BIG PROFIT TO YOU. Stock Pearl Grit 
and convert this general demand for it into a profit. When farmers and poultry- 
men see Pearl Grit in your place of business they feel at once that you are hand- 
ling a product of high standing. For over twenty years we have advertised Pearl 
Grit in leading poultry and farm papers. We have taught the farmers and poul- 
ayers, oe know the value of this product and we want you to profit from this 
mand. 

Write for price and information regarding Pearl Grit. We can tell you here 
that it is made in three sizes: for laying hens, growing birds, and baby chicks, but 
there is a lot of other information we want to give you so write and tell us you 
are interested in selling PEARL GRIT. 


The Ohio Marble Company, Piqua, Ohio 
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FRANK BIRD, Mt. Pleasant, Ia., 
is opening a feed store. 


CLAUDE PRENTISS, Bethany, 
Mo., has opened a flour and feed store. 


EDWARD DELONGE has §$suc- 
ceeded Otto Schwanu as manager of 
the Consolidated Milling Elevator & 
Power Co., Chippewa Falls, Wis. 


C. A. WALKER, Northwood, Ia., 
has installed a new attrition feed grind- 
er in his water power mill. The mill, 
which has been shut down for a month 
and a half, is now ready for operation. 


ST. PAUL. MILLING CO., St. 
Paul, Minn., will start construction of 
a new mill as soon as plans for the 
erection of the building can be formu- 
lated. The new building will replace 
the one destroyed by fire Sept. 25, the 
loss of which was estimated to be 
$450,000. 


RALPH NELSON has been ap- 
pointed manager of the Farmers’ Co- 
eperative Elevator Co., Union Grove, 
Wis. He succeeds James H. Vint, 
treasurer of the Central Retail Feed 
Association, who is now commissioner 
of the Wisconsin department of mar- 
kets. 


CEREAL GRADING 
COMPANY 


GRAIN MERCHANTS 


Orders for corn, oats, rye, 
barley, milling or feed wheats 
promptly filled. Try our re- 
cleaned 37 pound No.3 white 
oats. They will please your 
trade. 


Operating Elevator ‘“‘L”’ 
MINNEAPOLIS, MINN. 


i 


CHARCOA 
COD LIVER OL | 
COLONIAL BUTTER SALT} 


PEARL GRIT 


Bag Lots -- Ton Lots : 


Dadmun-LaBudde 
Company 


00 
00 
00 
| 
| Pearl Gri 
“THROW 
; PEARL TO 
POULTRY); 
AND 
: WATCH 
RESULTS 
(> 
| 
| §$NORTH MILWAUKEE 


JOHN F. DECKARD, La Grange, 
Ind., has leased the old Galloway build- 
ing and is installing a hammer mil] 
feed grinder. 


SOUTH DAKOTA MEETING 

Five hundred members of the Farm- 
ers’ Elevator Association, of South Da- 
kota will meet in Huron, S. D., Nov. 
29 and 30 and December 1 for their 
21st annual convention, according to 
Secretary F. H. Sloan, of Sioux Falls. 


BEN NIBBLEBLINK, Farmington, 
Minn., acquired the Farmington feed 
mill in a trade with A. C. Cool for a 
residence in Minneapolis. 


H. F. STEINKRAUS purchased the 
New York Mills’ flour and feed mill at 
New York Mills, Minn. The mill was 
formerly owned by the New York 
Mills Farmers’ Milling Co. which went 
into the hands of a receiver some time 
ago. Jalmar Karvonen purchased the 
elevator and coal sheds. 


OSCAR BRUBAKER, South Eng- 
lish, Ia., is Opening a feed mill. 


FLOYD WRIGHT, Linwood, Ind., 
has bought the interest of W. P. Bright 
in the Linwood elevator and will take 
charge as manager. 


E. J. KOPPELKAM 


GRAIN FUTURES 


373 Broadway 
MILWAUKEE, WISCONSIN 


Phones Broadway 32, Broadway 783 


Member Chamber of Commerce 


BUILT FOR 


Custom Grinding 


Milwaukee Mill 


Grinds Anything 
Lowest Upkeep 
Easily Installed 


MILWAUKEE MILL 
& PULVERIZER CO. 
BOX 1002 
Milwaukee, Wisconsin 


00000 


EVERY SACK has a MONEY BACK GUARANTEE 
Unexcelled for the family trade 


Contains strong Gluten, produces 
a large white loaf which retains 
moisture and uniform in texture. 


Sold at competitive prices 


Can be shipped in mixed cars 


Get our prices before buying 


NEW RICHMOND ROLLER MILLS C0. 


WISCONSIN’S MOST MODERN MILL 


NEW RICHMOND, WISCONSIN 
MIXED CARS ARE OUR SPECIALTY 


 Quality--Service 


| 
CORN--OATS--BARLEY 
| Mill Feeds---Linseed Oil Meal | 
Hi Quality Wheat Mixed Feed | 


PROTEIN 16% FAT 5% 


ATTRACTIVELY PRICED 
Let us have your inquiry 


GIVE US A RING. 
Broadway 4961! | 


DONAHUE-STRATTON COMPANY | 


MILWAUKEE 


Brokers for 


Operating | | 
CLINTON CORN GLUTEN and 


C. & N. W. RAILWAY ELEVATORS _ | | 


CORN OIL CAKE MEAL AT MILWAUKEE 
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BRIMFIELD ELEVATOR CO., 
Brimfield, Ill., at their annual directors’ 
meeting elected L. G. Cady president, 
Clinton Day vice-president and C. L. 
Hayes secretary and manager. 


DAVID SPROUL, Vera, IIl., 63, 
died Oct. 6. He was engaged in the 
hay, grain and live stock business. 


SADDORIS BROS. and J. P. Phil- 
lips, Mayview, IIl., have leased the II- 
linois traction system’s transfer eleva- 
tor at Glover, Ill., and have opened it 
for business. Mr. Phillips is the man- 
ager. The elevator has been closed 
for seven years. 


D. H. DOEDEN, Hinckley, IIl., has 
equipped one of his cevntore with a 
feed grinding mill. 


BENTON MILLING CO., Benton,’ 
Tli., had its smoke stack badly dam- 
aged by lightning on Oct. 12. 


DADMUN-LA BUDDE CO., West 
Allis, Wis., has completed its new 
warehouse at 655 75th avenue. The 
structure, as a unit of one of the larg- 
cst concerns of its kind in Milwaukee 
county, has been equipped to handle 
mixed cars of everything in the feed 
and grain line. 


W. P. ADAMS’ grain elevator, Wah- 


WARE & BARNSTABLE, Hills- 


boro, Ill., are erecting a flour and feed 
warehouse. 
FARMERS’ GRAIN & STOCK 


CO., Menno, S. D., held its annual 
meeting of the board of directors re- 
cently and elected Henry Steffen, Jacob 
J. Mettler, and Fred Bender, Jr., as 
directors. 


FARMERS’ ELEVATOR, Stock- 
ton, Ia., was struck by lightning re- 
cently. Insurance covered the damage 
that was done. 


Consign Your Grain To 


HENRY RANG & CO. 


MILWAUKEE 


We offer Two-Market Service 
Between Milwaukee and Chicago 


NOPCO 
COD LIVER OIL 


Write for Literature 
and Prices. 


THE LAY-EGG COMPANY 


MILWAUKEE, WIS. 


Corno HyGrade Oat Feed 
Corno Feeding Oatmeal 
Corno Rolled Oats 


also Reground, Unground and Fine 
Ground Hulls 


Three Minute Cereals Co. 
Cedar Rapids, Iowa 


Cod Liver Oil 


(NORWEGIAN) 
Highest Vitamin Potency Guaranteed 
1, 5, 10 Gal. Cans—30 Gal. Bbls. 


GUNNING & GUNNING, Importers 
97-C Reade St., New York 


GET MY PRICES—SAVE MONEY 


A. L. STANCHFIELD 


Carlots and Mixed Cars 
FLOUR, MILLFEED 
OILMEAL, ETC. 


602 Corn Exchange Bldg. 
MINNEAPOLIS, MINN. 
“‘Stand by Stan’”’ 


IOWA MILLING CO. 


CEDAR RAPIDS, IOWA 
Shippers of 


CORN and OATS 


Cedar Rapids Weights and Grades 
Get our prices—We can save you Money 


No-Milk Calf Food 


LEADER FOR 43 


DAIRY ALFALFA HAY 
FOR SALE 


Write or wire for delivered prices. 
Grades and weights guaranteed. 
ALBERT MILLER & CO. 
192 NO. CLARK ST., CHICAGO, ILL. 


peton, N. D., was destroyed by fire National Food Company 
caused by lightning. FOND DU LAC, WIS. 
(OY | ( Commission Merchant 
CAMPBELL GRAIN and SEEDS 
SHIP TO 


MILWAUKEE, WISCONSIN 
Authorized Successor to RUNKEL & DADMUN 


NEBRASKA CONSOLIDATED 
MILLS COMPANY 


MILLERS OF 


Mothers Best Flour 


JOSEF MUELLER 


Consign Your GRAIN, BARLEY AND RYE Especially 


FOR ATTENTION OF. 


WM. R. MADDEN 


TO 
UERGER COMMISSION CO. 


ESTABLISHED FOR OVER THIRTY YEARS 


510 Mitchell Bldg: 
Milwaukee, Wis. 


NEW CROP 


DRIED BEET PULP 


Straight carlots and also in mixed carlots with GROUND 
FEEDS, OIL MEAL, MILLFEED and ‘POULTRY FEEDS. 


MANEY BROTHERS MILL & ELEVATOR CO. 


MINNEAPOLIS, MINN. 
Telephone Main 1864 


LINSEED MEAL 
CARLOTS 


Linseed By-Products Co. 
34 CHAMBER OF COMMERCE 
MINNEAPOLIS, MINN. 


Mailing Lists 


Will he uu increase sales 


Send for 
and prices 


by refund of 5¢ each 


4 
ROSs-Gouta St Louis 


Storage 


Excellent Feed Storage Facilities. 


MILWAUKEE Cour 


ASK US FOR OUR LOW STORAGE RATES. 


Negotiable Warehouse Receipts Issued. 


Compan 


Storage 


WISCONSIN 
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M. G. 


& COMPANY 
GRAIN and FEED 


CHAMBER OF COMMERCE 


MILWAUKEE 


There never was a Gluten Feed 
better than 


Cream o:Corn | 
_Gluten 


OO —It contains all of the rich- 
ness and cream of the corn. 


Established 1880 


PAINE, WEBBER 
& COMPANY 


—Costs no more and sells 
more readily. 


Members e 
NEW YORK STOCK —We are booking a limited 
ONEXCHANGE amount for November 
OEXCHANGE shipment. 
DETROIT STOCK 


LABUDDE FEED & GRAIN CO. 
MILWAUKEE, WISCONSIN 


000000000 000000000C 0o00000 


EXCHANGE 
NEW YORK COTTON 
EXCHANGE 
CHICAGO BOARD 
OF TRADE 
94-100 MICHIGAN ST. 
Telephone Broadway 8700 
MILWAUKEE 
E. J. Furlong, Resident Partner 


b 
418 ee The Aristocrat of Feeds 
MILWAUKEE, 
WIS. 


“Grain Futures y05 a PH’s @ Wehandle all kinds 
100 LBS. NET of feed and offer the 
best possible service to 


the retail feed dealer. 


Special Attention to Hedges X 


FENINGS Write for our quota- 
usiness LS. JOSEPH CO. Ive tions and let us keep 
expands with INCU you posted on the 


Printed messages 


They are profitable Minneapolis market. 
ADTKE te WOT LESS THAN 
BROS. CO. 
1894 
PRINTERS 


BINDERS I. S. JOSEPH Inc. 


344-346 MILWAUKEE STREET 
1076 MILWAUKEE Minneapolis, Minnesota 


Broapway WISCONSIN 
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Che feed Bag 


“‘The Dealers’ Paper™ 


Vol. 3. No. 11. NoveMBeER, 1927 


DAVID KNOX STEENBERGH 
Managing Editor 


Published the first week of every month at 
Milwaukee for retail feed, flour, grain, coal and 
allied products dealers. The only strictly retail 
dealer publication in the field. Subscription 
price—$2.00 per year. 

Changes in advertising copy may be sub- 
mitted up to the 15th of the month preceding 
date of issue. Last closing date, the 25th. 
For advertising rates, etc., address The Feed 
Bag, 86 East Michigan street, Milwaukee. 

The Feed Bag is official publication of the 
Central Retail Feed Association and circulates 
monthly to practically every responsible retail 
feed and allied products dealer in the East and 
Central Northwest including all members of the 
Eastern Federation of Feed Merchants. 


Copyright, 1827, Editorial Service Co.,Inc. 


When you want 


30% 
LINSEED 
MEAL 


Come To Us 


Our Minnehaha 30% 
Linseed Meal and Flax 
Screenings is the highest 
quality that can be made. 
Your customers will pre- 
fer it. 


Our Bingo 30% Linseed 
Meal and Flax Screen- 
ings Oil Feed carries the 
same analysis as Minne- 
haha but sells at a much 
lower price. It contains 
a smaller percentage of 
of pure linseed meal than 
Minnehaha. 


We have what you want. Ask 
for samples and delivered 
prices. 


STUHR - SEIDL 
COMPANY 


CHAMBER OF COMMERCE 


MINNEAPOLIS 
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Established 1892 


GRAIN AND FEED 


MILWAUKEE, - WISCONSIN 


O 


00 
00 
00 
00 


Deutsch & Sickert 


oO00000 


FRANKE GRAIN CO. 


oo00000 


00 


© 400-402 Chamber of Commerce 
O 1M p a N) y MILWAUKEE, WISCONSIN 


REPRESENTATIVES OF 


A. E. STALEY MFG. CO. 
Corn Gluten Feed ... 23% Protein 
Corn Germ Meal ... 18% Protein 

Staley’s Perfect Protein Feed 33% Protein 
Straight and Mixed Cars 
34% Linseed Meal 
43% Cottonseed Meal 


Bran Middlings 
Flour Midds—Wheat Mixed Feed 


Rye Middlings—Hominy Feed 
Ground Flax Screenings 
Ground Grain Screenings 


Get our CORN and OAT 


Prices Use the Phone—Call 
BROADWAY 


Feeds of all kinds also Hay— 
Alfalfa Hay a Specialty 
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F TER long and careful =— 

investigation and close . . 
study of the problem of pro- cod liver oil 
ducing poultry mashes — 


second to none, we take 


pride in announcing the new cod liver meal 
TRUE VALUE MASHES. 


Highly charged with Vitamin “D” and perfectly bal- 
anced with suitable proteins, this new line of Mashes opens the op- 
portunity for you to sell your customers a product which will give 
them the greatest possible satisfaction. No effort has been spared, 
no detail overlooked, in preparing this new product for your poultry 
feed trade. The answer of your patrons will prove our thorough- 
ness in producing this new and remarkable feed. 


Greater growth — More eggs 


MANUFACTURED BY 


LADISH MILLING CO. 


MILWAUKEE, WIS. 


- 
: 

4 


"THE HIGHEST PRICED FLOUR IN AMERICA 
AND WORTH ALL IT COSTS" 


Housewives like King Midas because 
they know it has all the goodness that can be 
put into flour. It is a tested all-purpose flour for 
bread, pastry and cake. Dealers like King Midas 
because its quality brings repeat business. There 
is no better flour made. 


|.—King Midas Flour has un- 


equaled merchandising value. Its 
well-known high quality and uni- 
versal popularity make the account 
an unquestionable asset. King 


Midas Flour is a leader in Wis- 


consin today. 


2.—King Midas prices are 
maintained consistently reason- 
able in accordance with King Midas 
quality. This enables the dealer 
to satisfy his customers with re- 
spect to selling prices as well as 
quality and performance. 
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